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HE faith of the Public in life insurance has resulted from the institution’s ability to meet all 
obligations during the most stringent financial periods. This ability to withstand the shock 
of economic adjustment is expressed in one word—Safety. 


The safety of the institution of life insurance has become a tra- 
dition among both large and small investors. This traditional 
safety is the result of sound investment principles. Among these 
principles are: 


Preferred Liens, Amortization, Diversification, Expert 
Management, Forced Income, Government Control, Re- 
serve adequate to meet obligations as they become due, 
Ability to hold investments until maturity and thus avoid 
loss due to selling at low market prices, Ample margin on 
mortgage securities. 


The Ohio National Life Insurance Company has observed with 
extra care all of these principles which have made the institu- 
tion of life insurance safe. The Company in addition to follow- 
ing safe investment principles has created a large surplus as a 
further safeguard to its policyholders. 


The Company’s careful and diversified investment program plus 
a large surplus are factors that have helped to rate the Com- 
pany “A,” Excellent, the highest rating given any company and 
has made the company outstanding for its financial strength. 


This tested and known financial strength of the company is one 
of the many reasons why—‘“It Pays to Tie Up with The Ohio 
National.” 





Ohio National Distribution 
of Investments 


i, See SOE inccsdencenededaans See 
2. City Mortgage Loans.. 
3. Farm Mortgage Loans... 


Total Mortgage Loans.........52.5% 


4. Loans to Policyholders on se- 
curity of cash value of policies. .23.7% 

5. Bonds 

6. Cash and Miscellaneous........ 5.5% 


The above percentages show the distri- 
bution of assets as of May 3lst, 1932 
taken from the Treasurer’s report made 
to a Regional Agents Meeting August 
3rd, 1932. 


The Company has Capital, Surplus and 
Asset Fluctuation Funds equaling 9.76% 
of the Policyholders Reserve—a higher 
percentage than the average. 











Salesmen wanted in select locations in the following states: Illinois, Indiana, lowa, 
Kansas, Kentucky, Michigan, Missouri, Nebraska, Ohio, Oklahoma, Pennsylvania, Texas. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 
T. W. Appleby, CINCINNATI, OHIO E. E. Kirkpatrick, 


President 


Supt. of Agencies 
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WRITE FOR GENERAL AGENCY PROPOSITION 
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Industrial Result 
Teaches Lesson 


Success of Weekly Premium Com- 
panies in Depression Envied 
in Ordinary Field 


PRODUCT OF INDUSTRY 


Daily Stint of Many Calls and Night 
Soliciting Credited With Fine 
Showing Made 


NEW YORK, Sept. 22.—Production 
by large industrial life companies in the 
last three years as compared with the 
business of ordinary companies as a 
whole has caused sales executives of the 
latter group to wonder just what was 
back of this phenomenon and what pos- 
sible lessons might be derived from the 
surprising success industrial companies 
have made in writing business in a fie!d 
heavily hit by wage cuts and unemploy- 
ment. 

The difference was not so pronounced 
for 1930 as compared with 1929, but it 
shows up in marked fashion in the com- 
parison of 1931 with 1930. 

Production Was Maintained 


In 1931 ordinary companies were off 
about 12 percent as compared with the 
year previous, while the industrial group 
kept its production at practically the 
1930 level. The purely industrial busi- 
ness written by these companies did not 
weight the average appreciably one way 
or the other. Industrial business in 1931 
was 1.9 percent below 1930, which in 
turn was only 1.6 below 1929. 

While a number of factors enter into 
the industrial companies’ situation, offi- 
cials in both industrial and ordinary 
groups tend to agree that the conditions 
under which the industrial agent works 
—as regards his relations both with his 
company and with his policyholders and 
prospects—have played the major role 
in keeping up production in the face of 
extremely discouraging conditions. 


Is Closely Supervised 


The industrial 


str agent works under 
Close supervision 


, undreamed of by the 
ordinary agent, who is practically his 
Own boss. The industrial man has a 
certain routine which he must follow 
through with, even though he might feel 
that business is so bad that it would be 
4 waste of time to try to see anyone. 
First of all he must collect his debit. 
me has to go into 100 to 150 homes in 
— of a week to make these col- 
“— and in his rounds he is in touch 
a persons who may give him leads 
pus al prospects. He hears that one 
os or has a new baby, that another 
Fam back to work after a layoff. 
hae « rt to keep in contact with a 
dition chentele on‘his debit and in ad- 
debit a Supposed to canvass off his 
acd ordinary and, if his company 
“sues it, accident and health. He is ex- 


(CONTINUED ON PAGE 11) 








Conserving Loaned Policies 





Survey by The National Underwriter of Great Problem 
Brings to Light Many Valuable Views and Company Prac- 
tices on Substitution, Redating and Commissions 





By E. J. WOHLGEMUTH 


There has never been a greater prob- 
lem before the life insurance companies 
and life men generally than the proper 
conservation of business on which loans 
have been made. The business is con- 
fronted by a situation which comes only 
once in a half century or more. The 
various companies are formulating their 
plans. 

Generally speaking, these divide into 
three: First, many companies, and par- 
ticularly some of the smaller ones, are 
not formulating definite rules to be ap- 
plied generally at all, are treating each 
case on its merits and feel that agita- 
tion may have bad results; second, com- 
panies which have their agency forces 
well in hand, which rely upon their 
morale and feel that the great majority 
can be depended upon and are the 
proper people to handle reinstatements, 
are formulating rules and regulations 
governing rewriting of policies and the 
extent if any to which first and renewal 
commissions will be allowed; and third, 
the companies which feel that the han- 
dling of this class of business should be 
in the hands of salaried reinstaters. 


Uniformity of Rules 
Is Considered Desirable 


It is probably not possible to formu- 
late a set of rules that can be applied 
rigidly to all companies, although, be- 
cause of the twisting feature, there 
should be as much uniformity as pos- 
sible. 

THE NATIONAL UNDERWRITER has been 
making a study of the various methods 
which are being adopted, both with re- 
gard to the treatment of the policy- 
holder and the agent, and many com- 
panies have replied to the questionnaire 
sent out. Several of the best companies, 
which are handling the situation very 
well, do not wish their names used be- 
cause, while they are conserving the 
best interests of the policyholders, on 
the agency side, they are not riding 
“high, wide and handsome” and there- 
fore are afraid that brokers and un- 
scrupulous agents will take advantage 
of the information if published and di- 
rect business to those companies which 
pay full commissions, new and renewal, 
on rewritten business and do not de- 
mand service from the agent. 


Situation Calls for True 
Professional Service 


There is no doubt that the proper con- 
servation of this business gives the 
agent a great opportunity to demon- 
strate the value of the agency system 
and the ethical spirit of service to cli- 
ents which the life underwriter is sup- 
posed to have, and also to lay the 
foundation for a future good business 
and the full confidence of established 
clients. 

It will of course be good business for 
an agent to rise to the occasion and 
demonstrate that he is capable of giv- 





ing true professional service, even 
though it is to his immediate interest 
to grab off another commission on busi- 
ness which he has already been paid 
for. 

Just as the companies themselves 
have strained every effort to make cash 
loans in these times of great emergency 
and as a result will benefit from a dem- 
onstration of this new service which 
life insurance has been able to give the 
public, the agent, if he is long sighted 
enough, will not think of the opportunity 
of drawing another commission on the 
misfortunes of his clients. This is, in 
fact, a testing time of the “professional” 
nature of life underwriting service. 


Educational Material Is 
Being Issued by Companies 


However, there will be many agents 
who will not accede to this view for a 
moment and who do not-regard the re- 
newal commissions as payment for any 
and all continued service rendered the 
client. At the same time, it is worth 
considering whether in the long run it 
is not actually money in the pocket of 
the agent to show the assured that 
while the agent could easily make an- 
other commission by rewriting the case 
in another company, or possibly even 
in his own company, he has placed the 
interest of the policyholder first and 
has not “twisted” him by some plausible 
argument or other into a policy which 
means another commission for him. 

One direction which the effort to 
conserve business takes is in the issu- 
ance of booklets or pamphlets by some 
of the larger companies carefully ex- 
plaining the points involved so that the 
policyholder may have the facts before 
him and form an intelligent judgment. 
One of the companies to do this is the 


New York Life, which has issued a 
very good booklet. The Diamond Life 
Bulletins, issued by THE NATIONAL 


UNDERWRITER Company, has just issued 

a pamphlet along this line somewhat 

similar to its “Depression Proof” issued 
(CONTINUED ON PAGE 8) 


Policyholder Persuaded 
to Keep Policy, Then Dies 


DETROIT, Sept. 22.—An object les- 
son in the danger of cashing in policies 
to meet present needs rather than tak- 
ing the loan value on them was force- 
fully demonstrated at the Detroit branch 
of the Travelers recently when a pol- 
icyholder came into the office to sur- 
render a $10,000 policy on which he had 
a $1,700 value. Fortunately the agent 
who sold him was on hand and after 
arguing with him for nearly three hours 
persuaded him to keep the policy. Three 
weeks later the man died. Needless to 
say, the widow was extremely grateful 
to the agent for preserving the policy. 

















Survey Results on 
Loans Made in1921 


Find Persistency Good on Many 
Policies on Which Maximum 
Values Were Taken 





COVER TWO DEPRESSIONS 


Result: of Survey to Be Reported at 
Meeting of Life Office Manage- 
ment Association 





NEW YORK, Sept. 22.—The most 
interesting feature of the annual meet- 
ing of the Life Office Management As- 
sociation in Philadelphia Sept. 26-28 is 
likely to be a report of a comprehen- 
sive survey of policies, the maxium loan 
on which was made in 1921. 

In preparing the survey member com- 
panies were requested to enter 400 cases 
on which full loan value was taken in 
1921. That year was selected so as to 
take the policies through two depres- 
sions. The principal information re- 
quested was exposures and lapses year 
by year. From that information is cal- 
culated the average duration of the poli- 
cies, 

Results Are Significant 

The results will probably be signifi- 
cant and may determine the policies of 
some companies in regard to rewriting. 
One company was surprised to find that 
30 percent of the policies are still in 
force and that the average duration was 
more than five years. The conclusion 
of this company is that perhaps much 
of an attempt to tamper with policies 
on which a loan exists, either by way 
of rewriting or by importuning the 
owner to repay the loan, is a mistake. 
The duration of thes> 400 policies in 
this particular company 1s not signifi- 
cantly less than policies on which no 
loan is made. This company found that 
only about 2 or 3 percent of the policy 
loans were repaid, but the insurance 
was satisfactorily maintained and the 
interest on the loan paid. This company 
feels any encouragement of rewriting of 
encumbered policies is likely to be de- 
moralizing to the agency force and that 
the loans to policyholders are a good 
investment. 

Ashton Is the President 


The annual meeting of the Life Office 
Management Association, which will be 
held in the Benjamin Franklin hotel, 
Philadelphia, starting next Monday, has 
some interesting features. The members 
will be guests of the Provident Mutual 
Life at a luncheon on Tuesday and they 
will be taken on a sight-seeing trip 
through the building. At the luncheon 
in the hotel Wednesday, Dr. S. S, Hueb- 
ner of the University of Pennsylvania 
will be the guest speaker. The banquet 
will be held next Monday evening. At 
the Provident Mutual luncheon brief 
talks will be given by President M. A. 

(CONTINUED ON PAGE 11) 
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Full Story Never 
Will Be Disclosed 


Figures, Statistics Inadequate in 
Showing Service of Life In- 
surance in Depression 


MESSAGE to 1-2-0 CLUB 


Vice-president Claypool in Inspiring 
Talk at Convention of Continental 
Assurance in Chicago 


The world will never know how much 
good life insurance has done during the 
depression; figures and statistics cannot 
tell the whole story, G. F. Claypool, ex- 
ecutive vice-president Continental As- 
surance of Chicago, told members of the 
One-Two-O club in session in that city 
this week. In spite of the enormous 
sums distributed to beneficiaries and liv- 
ing policyholders, the tremendous re- 
sources of life insurance companies have 
actually increased, he said. Three years 
of unprecedented demands have served 
only to make life companies stand out 
stronger than ever. 

Life insurance has carried on its es- 
sential services without interruption, 
placing life underwriters in a position 
to serve their communities in the big 
job of economic reconstruction with no 
apologies to make for the’ institution 
they represent. 


No Time to Rest on Oars 


Mr. Claypool said underwriters cannot 
afford, however, to sit back compla- 
cently and bask in their own self-es- 
teem. There are entirely too many in- 
stances in which untold suffering could 
have been prevented if adequate life in- 
surance protection had been purchased 
early in life. 

He finds a better understanding and 
appreciation of the real benefits of life 
insurance today; of the security, peace 
of mind and satisfaction that a sound 
program gives. Every sound life in- 
surance broker in the future must pro- 
vide for the needs of the policyholder 
as well as for those of,his dependents, 
Mr. Claypool said. It must be a pro- 
gram of independence throughout life. 


President Behrens’ Views 


A new test confronts insurance, Mr. 
Behrens told the One-Two-O club 
Thursday. It is the test of ability to 
take advantage of tremendous opportu- 
nities created by the history of the last 
three years. A new duty is to bring 
home to the public more aggressively 
than ever before that even as in times of 
stress, of all the things that a man pos- 
sesses, adequate insurance stands first 
in his inventory as respects both value 
and comfort, and, in more normal times, 
as paramount in the list of his obliga- 
tions. 

“How well insurance will meet that 
new test is the sole responsibility of the 
producer of insurance,’ Mr. Behrens 
said. “His success will be in the meas- 
ure of a recognition of his opportunity 
and the courage and skill with which he 
presents the need of insurance in the 
light of the present new conditions. 

“The last three years have proved 
again the difficulty that confronts the 
average man in investing his surplus 
funds safely. It is a case of history re- 
peating itself. The average man has not 
enough funds to make his investments 
sufficiently diversified, nor has he the 
knowledge necessary to differentiate be- 
tween sound and unsound securities. 
Life insurance is the safe and sane an- 
swer to his inquiry.” 

H. W. Dingman, vice-presidenti of the 

(CONTINUED ON PAGE 6) 
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Vash Young Starting 
Over the Road Again 











VASH YOUNG 

Life insurance men are greatly inter- 
ested in the new book of Vash Young 
of New York City, “Let’s Start Over 
Again.” His former book, “A Fortune 
to Share,” proved one of the best sell- 
ers not only in insurance but outside. 
In his new book Mr. Young offers 
timely and direct application of logical 
principles toward lifting the veil of de- 
pression. The aggressive, positive query, 
“What do we have in store for the fu- 
ture,” and not the positive, almost nega- 
tive, “What does the future have in 
store for us?” is the question Mr. Young 
proposes in his new work. 

The new book as well as the old one 
is being sold by THe NationaL UNDER- 
WRITER at $1.50. Mr. Young takes up 
the principles elucidated in “A Fortune 
to Share” and applies them practically 
and in the right spirit in his new book. 
“Let’s Start Over Again” does not deal 
with drafts, curves or statistics but 
rather with the nonmaterial resources 
of human beings which are open to all 
and which any normal person can and 
should make the most of. The book 
illustrates how these fundamental, in- 
nate qualities really control successful 
living. The new book like his old one 
conveys a vital, practical message of 
personal inspiration. Mr. Young is an 
agent of the Equitable Life of New 
York. 








August Sales Down 17%, 
Research Bureau Finds 


Sales of new ordinary life during Au- 
gust were 17 percent less than in Au- 
gust a year ago, according to the Life 
Insurance Sales Research Bureau. Sales 
for the eight months of 1932 were 19 
percent below the same period last year. 
The somewhat smaller decrease for the 
month indicates an upward trend, the 
bureau states. Figures for July showed 
a slight improvement over June and this 
continued through August. The im- 
provement during the month was evi- 
denced particularly in the northeast and 
central sections, 

The following table gives by sections, 
first the ratio of sales in August, 1932 
to August, 1931 and second the ratio 
of the first eight months of this year 
to the same period last year. 

Eight 
Months 
81 Pet. 


August 
United States total 83 Pct. 
New England 
Middle Atlantic 
East north central.... 
West north central..... 
South Atlantic 
East south central 
West south central 
Mountain 
Pacific 


Cla wena) 





Four Main Subjects Up for 
Commissioners’ Discussion 


PROGRAM NEARLY COMPLETED 


State Officials to Consider Administra- 
tion, Company Assets, Interlocking 
Holdings and Security Valuation 


OKLAHOMA CITY, Sept. 22.— 
Four main subjects will be given atten- 
tion at the National Convention of In- 
surance Commissioners annual meeting 
Oct. 17-20. “Insurance Administration 
as a Public Service,” will be presented 
by Superintendent George S. Van 
Schaick of New York, and will be dis- 
cussed by Commissioners H. J. Morten- 
sen of Wisconsin and W. C. Walsh of 
Maryland. 

Commissioner E, Forrest Mitchell of 
California will speak on “Assets of In- 
surance Companies,” which will be dis- 
cussed by Commissioners George A. 
Boles of Virginia and George D. Riley 
of Mississippi. 

“The Evil of Interlocking Invest- 
ments and Directorates of Stock Life 
Insurance Companies and the Remedy,” 
will be presented by Commissioner S. 
A. Olsness of North Dakota and will 
be discussed by Superintendent J. B. 
Thompson of Missouri and Commis- 
sioner W. H. Bakes of Idaho. 

J. C. Kidd, Indiana commissioner, 
will speak on “Are Market Values and 
Liquidating Values Always the Same?” 
Commissioners A. D, Du Laney of Ar- 
kansas and Theodore Thulemeyer of 
Wyoming will discuss the subject. 


Governor to Extend Welcome 


The convention will be called to or- 
der the morning of Oct. 17 in Dallas. 
Governor Sterling of Texas and Mayor 
Turner of Dallas will welcome the visi- 
tors and W. A. Tarver, chairman Texas 
commission and vice-president of the 
convention, will respond. Introduction 
ef new members, reports of committee 
chairmen and general announcements 
will follow. 

Mr. Van Schaick will speak at the 
morning session and in the afternoon 
various committee meetings will be held. 
Tuesday morning Commissioners 
Mitchell and Olsness will present their 
papers and in the afternoon an exec- 
utive session will be held. A dinner 
dance at the Dallas Country Club, a 
bridge luncheon for the ladies will fea- 
ture the entertainment Monday, while 
Tuesday the members and visitors will 
be given a luncheon at the Kiwanis 
Club. In the evening a barbecue and 
special rodeo will be held at the Texas 
state fair grounds. 


Resume Business Sessions Thursday 


Tuesday night the gathering will en- 
train for Houston and Wednesday will 
be spent in sight seeing in that city and 
Galveston. Entertainment details have 
not been announced, although a bathing 
beauty revue and a sea food banquet 
are being planned. 

Business sessions will be resumed 
Thursday morning, when Commissioner 
Kidd will present his paper and Charles 
W. Hobbs, convention representative on 
the National Council on Workmen's 
Compensation, will make his report and 
unfinished ‘business will be completed. 
Thursday aiternoon resolutions and 
committee reports will be presented, an- 
nouncements made and new officers 
elected. 


Loughton Smith Changes Base 


Loughton T. Smith, president of the 
“Spectator” of New York, is now in Chi- 
cago in charge of the “Spectator’s” office 
in that city and the west. The “Spec- 
tator” is now published in Philadelphia. 
Part of the editorial work is done in 
that city and part in New York. Chief 
Editor T. J. V. Cullen goes to Phila- 
delphia every Tuesday to put on the 


i final touches before going to press. 


[Imminent Change 
Stimulates Group 


Heavy Sales Reported on Eve y 
Drastic Modification of Dis. 
ability Clause 


EFFECTIVE DATE OCT. | 


Expect Benefit to Take Minor Pla, 
in Soliciting Because of Less 
Liberal Features 


NEW YORK, Sept. 22.—Because oj 
the imminence of drastic changes in th 
total and permanent disability clause o 
group life insurance, group-writing com. 
panies have been experiencing a phe. 
nomenal rush of business similar to what 
happened in the ordinary field just prior 
to July 1, 1930, when major restrictions 
went into effect in the income disabi- 
ity clause. 

The new group disability clause re. 
duces the benefit to a mere premium 
waiver for a period corresponding to 
the length of the employe’s service, but 
in no case for more than a year. 

New cases, in order to get the ol 
clause, had to be applied for before Sept 
1, 1932, and to become effective before 
Oct. 1. That the chance to get the more 
liberal clause was of considerable weight 
with employers is shown by the fact 
that several of the new contracts are to 
become effective at 11:59 p. m., Sept 
30, or about as close to the deadline as 
it was possible to get. 


Field Men Are Active 


The announcement of the impending 
change roused brokers and company 
sales forces to a high pitch of activity 
August was a hectic month in home 
office group departments and the pres- 
ent month will continue the pace, as tt 
will take several weeks to put into ei- 
fect the contracts of those making ap- 
lication just before Sept. 1. The rush 
would have been even more pronounced 
except for the fact that the clause now 
being abandoned is considerably less lib- 
eral than that of several years ago. | 

With the new clause, disability will 
take a very minor place among the sales 
points of group contracts. Its principal 
value will be to give assurance that the 
employe who is forced to leave servict 
because of total and permanent disabil- 
ity will have the protection of his group 
life insurance in case he dies withia 
the year. 

Offer Saving in Cost 


In case a prospect is inclined to bakf 
because he cannot get the old, liberalh 
clause it can be pointed out to him that 
under the new plan there will probably fi 
be a considerable saving in cost. It 8§ 
even hoped that some contracts how "fh 
force will be voluntarily changed to 8 
the benefit of this saving. 

The change must be voluntary on the 
part of the insured, as the company® 
only ground for making any change * 
non-payment of premiums. Howevt 
on a very “sour” disability tisk the 
company can threaten to raise ‘ts - 
heavily when the five-year guarantee 
period is up, unless the insured accep" 
the new disability clause. After th 
first five years, changes in the rate ™ 
be made every year except in some . 
the older contracts, when changes he! 
for the following five years. 


Metropolitan Managers Meet 
District managers of the Metropol 
tan, to the number of 315, are in sess" 
at Atlantic City. 
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National Leaders 
Consider Security 
Government and Business Chiefs 


to Meet With Life 
Presidents 


INVITATIONS SENT OUT 


Manager Wight Discusses Program for 
December Annual Meeting in 
New York City 





NEW YORK, Sept. 22.—Statesmen, 
business leaders and life insurance ex- 
ecutives will consider the important part 
that security should play in economic 
reconstruction at the Association of Life 
Insurance Presidents’ annual convention 
in this city Dec. 8-9. Human progress 
and broadened life values through se- 
curity will be emphasized in the discus- 


sions. 

Invitations to attend the conference 
are being mailed to all life company ex- 
ecutives, insurance supervisory officials 
and the heads of various national organ- 
izations, both within and without the 
field of insurance. 

Reports on life insurance and its op- 
erations during the depression, measured 
in terms of human service, will be pre- 
sented by leading executives. These 
analyses will include investment trends, 
payments to policyholders and benefi- 
ciaries, current mortality and insurance 
in force in this country and the world. 


Greater Security Sought 


In the official invitation, Manager 
George T. Wight, in discussing the 
meeting’s theme, “Broadening Life Val- 
ues Through Security,” says: 

“Security has been of elemental im- 
portance in the development of modern 
civilization. Adequate protection, not 
only for individual life and property, but 
also for the economic and social order, 
has been the foundation for our present- 
day existence. Government, law, educa- 
tion, banking and life insurance all tes- 
tfy to man’s desire to surround himself 
with safeguards and through them to 
project his material and mental well- 
being into the future. Security—indi- 
vidual, group, sectional, national and in- 
ternational—is again, as in the past, a 
goal in the efforts to ameliorate the 
world’s troubles. 

“Today, no solitary factor can ade- 
quately provide security for the individ- 
ual. Numerous jurisdictions of thought 
and effort must contribute to it as inter- 
dependent parts of a complex mechan- 
ism. Leaders in many realms of activity 
m addressing the meeting will throw 
searching light on this problem. 


Security in Government 


“This year public attention has been 
particularly focused upon the activities 
ot government. An eminent United 
States Senator, who has been actively 
interested in industrial security, will dis- 
cuss national problems. The governors 
ot two states, one from New England 
and the other from the south, will bring 
to the convention the viewpoints of their 
respective sections concerning govern- 
mental contributions to security. The 
andinn interpretation of our theme 
wil be presented by a high authority. 
PM head of a national organization 
will we J touching America’s business life 
pa > the convention, speaking not 
- co ith the broad view of present-day 
homo one to his position, but also 
o Seitenion te 4 experience gained as 
utilities field, n the industrial and public 

(CONTINUED ON PAGE 6) 








C. W. Gold, Leader 
in Life Insurance, 
Dies in Accident 














CHARLES W. GOLD 


GREENSBORO, N. C., Sept. 22.— 
Charles W. Gold, president of the Pilot 
Life, former president of the American 
Life Convention and nationally known 
in insurance circles, was killed here yes- 
terday in a hunting accident. Funeral 
services were held today. 

Mr. Gold was hunting on the farm 
of H. C. Beeson, assistant treasurer of 
the Pilot Life, near Asheboro. He put 
his foot on the bottom strand of a 
barbed wire fence to spread the wires 
apart. The strand gave way and Mr. 
Gold pitched forward, the gun explod- 
ing. 

Mr. Gold was born at Wilson, N. C., 
April 16, 1874 and entered life insurance 
work in 1903. He was a factor in or- 
ganizing the Jefferson Standard Life at 
Raleigh, N. C., in 1907 and in its re- 
moval to Greensboro and its reorgan- 
ization in 1912. He then became treas- 
urer and later vice-president, which post 
he held until March 26, 1931, when he 
was elected president of the Pilot Life. 

Since the start of his insurance career 
he had been much interested in national 
insurance problems. After four years 
as an executive committeeman of the 
American Life Convention, he was 
made president of that organization in 
1929. His administration brought him 
closely into contact with the insurance 
committee of the United States Cham- 
ber of Commerce and in 1931 he was 
chosen a director of the National cham- 
ber and made chairman of the insurance 
committee. 

When he and his brother, P. D. Gold, 
formed the Jefferson Standard in 1907 
they established a record for small or- 
ganization costs. The company began 
business with $500,000, of which $250,- 
000 was capital and $250,000 surplus. 
The total organization costs amounted 
to less than 1% percent. 

One of his sons, Charles W. Gold, 
Jr., is agency supervisor of the Pilot 
and another, James H. Gold, is with the 
Jefferson Standard. 


Law Brothers Win Trophy 


The Law Brothers Chicago agency of 
the Ohio State Life won the president's 
trophy in the campaign recently put on 
by the field force in honor of President 
U. S. Brandt. Charleston, W. Va., was 
second; Columbus, third; Alfred Guay 
agency at Los Angeles, fourth, and the 
Lima agency, fifth. Of individual pro- 
ducers H. E. Wood of the Law Brothers 
agency was first; Alfred Guay, Los An- 
geles, second; J. E. Friedman, Pitts- 





burgh, third; William H. Hecht, Ce- 
lina, fourth, and C. R. Welch, Colum- 
bus, fifth. 





Equitable Men on Cruise 
Hear Security Stressed 


By R. B. MITCHELL 


ON BOARD 5S. S. AQUITANIA— 
The Greater New York regional confer- 
ence of the Equitable Life of New York, 
held on board this ship, has demon- 
strated conclusively that a sea-going 
convention on a large scale can be an 
unqualified success. “The best confer- 
ence ever,” has been the reaction of 
everyone aboard on the Bermuda cruise. 

“Security"—a theme for which the 
size and steadiness of this famous liner 
forms an appropriate background—was 
the keynote introduced at the opening 
session by Vice-President and Agency 
Director W. W. Klingman. It was fur- 
ther developed by Vice-President F. L. 
Jones, who gave a clear and vivid expo- 
sition of the fundamental security 
peculiar to the institution of life insur- 
ance, and by Treasurer M. C. Laffey, 
who cited facts and figures to show the 
impregnable position of the company in 
any kind of financial storm. 

Those who find it difficult to under- 
stand why a life insurance company 
travels in security even in a depression 
as bad as the present one, Mr. Jones 
said, should be told that the soundness 
of life insurance lies in the fact that it 
goes clear back to the behavior of life 
itself and to the behavior of money when 
invested conservatively, both of these 
fundamentals having been observed over 
a long enough period to be unassailable 
in their accuracy. 


Basis of Sales Talks 
This soundness, and the underlying 
reasons for it, should be the basis of 


many sales talks, Mr. Jones advised. Mr. 
Jones termed the effect of war risk in- 
surance in fixing a reasonable value on 
human life and the appreciation of the 
cash values of life insurance that has 
taken place in the last three years, the 
two great advances that have taken 
p!ace in the last 30 years. Another great 
change of which agents should realize 
the full significance is the status of 
women, he said, pointing out that in the 
last ten years the number of women 
workers has increased about one-third. 
Mr. Laffey likened the ultra-conserva- 
tive investment policy of a life com- 
pany in good times and bad to a man 
who drags along an umbrella through 


Top Club of New York Life 
Wrote $48,768,950 in Year 





The $400,000 Club of the New York 
Life has 113 members that wrote $48,- 
768,950 new business during the club 
year. Abraham Seff of New York City 
is president, having produced $1,142,500. 
For the last eight club years his total 
business is more than $12,600,000. 

R. H. McAdow of New York City is 
the first vice-president at large with a 
record of $978,000. He started last Nov. 
5 at age 22, having been a bank clerk. 

M. H. Horton of Los Angeles is next 
with $859,307. His record the year pre- 
vious was $502,334. He finds that his 
business increases directly in proportion 
to the increased number of interviews 
he has had, and the frequency of such 
interviews. 

Mrs. Ellen C. Paine, next vice-presi- 
dent at large, hails from Maine, her pro- 
duction being $774,500. Mrs. Paine 
during her 11 years paid for $5,620,000. 

Joel Hershman of the Reading, Pa., 
branch comes next with $592,500. Dr. 
C. H. Webster of the Binghamton, N. 
Y., branch is next with $582,250. There 
are 14 vice-presidents of departments 
with $6,558,755 last year. 





In the report of the Georgia semi- 
annual figures of the Life Ineurance 
Company of Virginia was given $500,000 
capital. Its capital is $5,000,000. 








weeks of gorgeous weather because he 
is determined to preserve his comfort 
and presentability should a_ sudden 
shower occur. However, he said, an 
answer to the question, “Is it possible 
to escape investment trouble entitely?” 
would have to be answered by a ‘ uo.” 
There is a limited supply of such ulra- 
conservative securities and even if there 
were more, confining investments to this 
class would not be an economical use 
of the policyholders’ money, he declared 


Seek Maximum Return 


“In fact,” Mr. Laffey asserted, “the 
very essence of successful investment 
lies in obtaining the maximum return 
that can be had without getting out of 
the genuine investment field over into 
the speculative wilds. You have to 
know just where to draw the line so 
that you will not give up income un- 
necessarily and become lost in the com- 
petitive struggle, and at the same time 
avoid having to suffer losses which will 
eat wp all your slender margin of su- 
perior interest earning power and more 
too.” 

R. B. Hull, managing director of the 
National Association of Life Underwrit- 
ers, is a guest on the trip and spoke 
briefly on the vital importance of the 
next few months in life insurance sell- 
ing. He paid tribute to the great in- 
fluence of President Thomas I. Park- 
inson of the Equitable in keeping life 
insurance on a steady course during the 
depression. 

Home office representatives who spoke 


also included Second Vice-president 
and Associate Actuary D, A. Walker, 
Second Vice-president A. G. Borden; 


H. C. Nolting, superintendent of agen- 
cies of the greater New York territory, 
and V. S. Welch of the group depart- 
ment. Ten minute talks outlining valu- 
able sales pointers were given by out- 
Standing producers among the field 
force. 

The time outside of business confer- 
ences was occupied by an elaborate pro- 
gram of entertainment, culminating on 
the final evening with the dinner given 
by Capt. J. C. Townley of the Aqui- 
tania, a gala event unique in the history 
of agents’ conventions. 


Lincoln National Life’s 
August Study of Interest 


The results of a study made by the 
Lincoln National Life for August shows 
officials of banks, insurance and real 
estate companies occupying first position 
among the buyers of policies in the 
amounts of $10,000 and over. Follow- 
ing them are retail dealers, and then 
physicians and surgeons in third place. 
The study revealed that other occupa- 
tions judged by the amount of insurance 
written were also excellent sources of 
prospects for the larger policies. Life 
men ever on the alert to canvass those 
who are buying life insurance in large 
amounts should give some attention to 
the following occupations which, accord- 
ing to the study, proved desirable: 
Wholesale dealers, real estate agents, 
proprietors of printing, publishing and 
engraving companies; building contrac- 


tors, commercial travelers, automobile 
and accessories dealers, butchers and 
meat dealers, dentists, bookkeepers, 


cashiers and accountants. 


New York Life Gathering 


Members of the $100,000 club of the 
New York Life’s Atlantic department 
concluded a two-day gathering at Atlan- 


tic City. The chairman for the new 
year is John Lynch of Washington, 
~S 
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The Follow- Through 
In Estate Creating 


The effectiveness of the guarantee 
offered by personal insurance depends 
upon the method of distribution. 


A policy taken out to replace income 
should not be paid to the beneficiary in the 
form of capital. 


Settlement options, properly applied, 
provide for the scientific liquidation of the 
estate created by life insurance. 


A A 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 














LUTHERAN MUTUAL 
Alp SOCIETY 


WAVERLY, lOwA 
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ORGANIZED 1879 


$ 3,628,873.35 
33,123,876.66 
December 31, 1931 figures 
Life insurance rates based on American Experience Table of Mortality 


0. HARDWIG J. E. HEGG 
President Supt. of Agents 








Old Colony of Chicago at 
Last Put in Receivership 


PETITION IS FILED BY STATE 


Nearly $500,000 Claims Are Unsatisfied 
and Only $2,000 Liquid Assets on 
Hand, Liquidator Keys States 


The Old Colony Life of Chicago 
which has been in hot water for several 
years, has finally been placed in receiv- 
ership. <A. S. Keys, official liquidator 
for the Illinois department, was ap- 
pointed receiver by Circuit Judge Bro- 
thers, the petition being brought by At- 
torney General Carlstrom and Leo 
Lowe, director of trade and commerce. 

The order restrains any other actions 
against the company, which puts an end 
to several attempts by policyholders and 
stockholders to put the Old Colony in 
the hands of a receiver. 

Testimony was that there was more 
than $300,000 in unpaid demands for 
loan and surrender values, with many 
suits threatened by policyholders; that 
more than $129,000 death, disability, and 
endowment claims unpaid, and that 
there was less than $2,000 liquid assets 
to meet these demands. 

Mr. Keys said he will analyze the per- 
sonnel and cut down expenses as much 
as possible. He expressed doubt whether 
the company’s cash position is sufficient 
to carry on the essential work of the 
receivership. 


Heavy Lien Expected 


He said he will immediately attempt 
to interest some company in reinsuring 
the Old Colony’s business, which he 
said, is of good quality. Undoubtedly a 
heavy lien must be placed against the 
business. 

Most of the Old Colony’s assets are 
real estate, principally the home office 
building at 166 West Jackson boulevard 
and Florida land in which the Old Col- 
ony speculated through subsidiaries. 

In the state’s previous attempt to se- 
cure a receiver for the Old Colony some 
years ago, the company squeezed 
through when Rufus M. Potts, special 
counsel, proved there were phosphate 
deposits in the Florida land in which 
the Old Colony was interested. 

The court allowed valuations to be in- 
creased so that a book surplus of more 
than $1,200,000 was shown. 

The examiners, who recently com- 
pleted an audit of the company, stated 
the condition on June 30, based on book 
value of assets according to the com- 
pany’s figures was, admitted assets $5,- 
920,914; capital paid up $126,551; net re- 
serve liability on outstanding policies 
as computed by the Illinois department 
$4,620,518. 


$25,000,000 in Force 


The Old Colony, according to Mr. 
Keys, has about 25,000 policyholders 
and approximately $25,000,000 insurance 
in force. The company Dec. 31 re- 
ported $27,156,93 in force. The com- 
pany is licensed in Illinois, Oklahoma, 
Delaware and the District of Columbia. 

It was incorporated in 1905, and occa- 
sionally increased authorized capital 
stock, there now being 30,000 shares of 
$10 par value. 

Two recent actions, one by stockhold- 
ers and the other by policyholders, seek- 
ing a receiver, were denied in superior 
court, largely because of a recital of al- 
legations which were the basis of the 
state’s case some years ago which also 
failed. It was held these matters had 
been adjudicated. 


Other Action Is Expected 


Leave to amend the bills was granted, 
however. The policyholders’ petition was 
amended recently by G. D. Kimball, 
counsel for several policyholders, who 
also filed a motion to prevent any other 














actions. It is expected a hearing will be 
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‘Goes to St. Louis 














HOWARD H. CAMMACK 


H. H. Cammack of the general agency 
firm of C. W. & H. H. Cammack of the 
John Hancock Mutual at Huntington, 
W. Va., with jurisdiction over the state, 
has taken his new seat as general agent 
of the company at St. Louis. Mr. Cam. 
mack is one of the outstanding life men 
and is prominent in the National Life 
Underwriters Association. 

Mr. Cammack was the guest of honor 
at a luncheon in St. Louis Friday. H. L. 
Knox, field supervisor from the home 
office, attended. 








Misrepresentation Case in 
Ohio Attracting Attention 


The Ohio department of insurance has 
heard and taken under advisement 
charges of submitting incomplete and 
misleading comparisons in the soliciting 
of life insurance against Garfield Carr 
and A. L. Mallott of Marion and E. T. 
Dooley and B. G. Tharp of Cincinnati, 
representatives of the Pure Protection 
Life of Cleveland. The hearings, which 
took two days, attracted a large nun- 
ber of life insurance men. 

The case was watched with interest 
by members of the Ohio Association oi 
Life Underwriters. Approximately 4 
members from all sections of the state 
attended the hearing. If Judge Warner 
decides from the evidence presented that 
facts were misrepresented as alleged by 
ithe Ohio association, it may mean the 
revocation of the agent’s licenses. 


Must Prove Misrepresentation 


There is no law in Ohio prohibiting 
twisting of a policy and the conviction 


of an agent for unfair practices lies m ff 


the proof of misrepresentation of facts. 
Agents can, with entire legality, advise 
a policyholder to drop his insurance ane 
take out a policy with the company they 
represent, providing that the facts ar 
not withheld or misrepresented. 


The Pure Protection Life was orga § 


ized under the laws of Ohio in 1912 4 
began business the following year. 
maintains the American experience table 
reserves on all policies and issues pol 
cies with features similar to legal 
serve insurance except for cash surret- 
der and cash loan values. A consider 
able portion of its business is on the 
yearly renewable term plan, which & 
quires little reserve. It had $11,255,740 
business in force exclusively in Ohio 
Dec. 31, 1931, and assets of $866,047. 
——_ 











held this week to seek preferment for 
these policyholders, who claim loan 4® 
cash surrender values were withheld. 

President B. R. Nueske sperit some 
time in the east, presumably seeking & 
ditional capital. 
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Equitable of New York Men 
Hold Canadian Conventions 





MANY OFFICIALS PRESENT 
President Parkinson Gives Inspiring 
Talk at Eastern Department Gath- 
ering—Central Agents Meet 





MONTREAL, Sept. 22.—Nearly 700 
delegates attended the eastern depart- 
ment meeting of the Equitable Life of 
New York here. The central depart- 
ment will hold its meeting in Toronto 
Sept. 23-24. 

“Stability’ was the theme of the 
meeting, emphasized in addresses by 
officials and agents. After a welcome 
by F. B. Runyon, superintendent of 
agencies eastern department, Vice-presi- 
dent W. W. Klingman, chairman, 
sounded the keynote. 

Among speakers were: F. L. Jones, 
on “Life Insurance as a Social and Fi- 
nancial Stabilizer’; Robert Henderson, 
vice-president and actuary, on “New 
Human Values, New Heights in Life 
Insurance”; L. A. Spencer, on “The 
Growing Popularity of Annuities”; C. B. 
Johnson, on “The Increasing Appreci- 
ation of Life Insurance,” and W. G. 
Bott, on “Why and How I Sold More 
Policies Than a Year Ago.” 


President Parkinson’s Theme 


In his address, “The Equitable Offers 
Security,” President T. L._ Parkinson 
said that at no time in the company’s 
history was it in better financial position 
than today. Reliance on mortality ta- 
bles, which experience of many years 
had endorsed, and on the principle of 
the accumulation of funds at an average 
rate of interest over a long period, the 
basis of life insurance security, again 
have been demonstrated fundamentally 
sound, he said. 


CENTRAL DEPARTMENT MEETS 


After a welcome by W. M. Rothaer- 
mel, superintendent of agents central de- 
partment, Vice-President Klingman will 
develop the theme of “Security” and 
preside at the central department meet- 
ing in Toronto, Sept. 23-24. Vice- 
President R. D. Murphy will talk on 
“Life Insurance as a Social and Finan- 
cial Stabilizer”; Second Vice-President 
D. A. Walker, associate actuary, on “New 
Human Life Values; New Heights in 
Life Insurance”; Vice-President W. J. 
Graham on “Security Through Group 
Insurance,” in the first day’s session. 

Others among agents who will speak 
are J. C. Clasper, Kellogg agency, Chi- 
cago, on “Good Salesmen Thrive in All 
Times”; Paul Beam, Rogers agency, In- 
dianapolis, on “Profits Through Perma- 
nent Policyholders”’; G. Nixon, 
Carson agency, Milwaukee, on “The 

rowing Popularity of Annuities”; J. 
S. McVey, Chipman agency, Columbus, 
O., on “The Increasing Appreciation of 
Life Insurance”; R. E. Goyer, M. A. 
Nelson agency of St. Louis, on “Why 
and How I Sold More Business Than 
a Year Ago,” and W. L. Varco, S. D. 
Krueger agency, St. Paul, on “Big Pro- 
duction from Small Policies.” 


President Parkinson There 


na ice-President Klingman will preside 
Second day, when Second-Vice- 
pane A. G. Borden will talk on 
¢ well in the Value of What You're 
elling”; Superintendent Rothaermel 
7 Recognition of Honor Agency and 
' ,~ Unit Leaders,” and President T. 
- Parkinson on “The Equitable Offers 
pm 
mong agents who will contribute 
= be Louis Behr, Lustgarten agency, 
Hei on “An App a Week as an 
. jective”; L. B. Fink, A. M. Embry 
Se Kansas City, Mo. “The Main 
pone Merchant Needs’ Business Insur- 
vel A. E Jahn, A. B. Shea agency, 
troP apOlis, My Plan of Time Con- 
; Miss Josephine B. Lincoln of the 
gmer Jamison agency, Oklahoma City, 








Who Says There Isn’t Any 
Life Business to Be Had? 











The B. A. Weidermann Union Central 
Life agency at San Antonio, Tex., 
ranked second in paid for business 
among all Union Central agencies in 
August, with $714,062. At the begin- 
ning of August the agency was $440,000 
ahead of its record for 1931. 

$e 8 


The Hugh C. White general agency 
of the Connecticut Mutual Life in De- 
troit turned in as much business in the 
first eight months of 1932 as in the en- 
tire year 1931. The increase in paid- 
for business for the period from Jan. 1 
to Aug. 31 amounted to 93 percent. 
When Mr. White took over the agency 
in April, 1932, the force consisted of six 
agents. Now there are 32 underwriters. 

“oe 


E. P. Magee, manager at Lansing, 
Mich., for the Canada Life, reports that 
his office has accounted for 25 percent 
more business the first eight months of 
1932 than in the same period in 1981. 








“The Importance of the Woman’s Point 
of View,” and Henry Carlsen, M. C. 


Nelson agency of Des Moines, on 
“Salary Savings.” 
The central department this year 


made selection of honor agencies and 
honor unit managers, the L. H. Kellogg 
agency of Chicago winning among 27 
agencies in the department and P. A. 
Wolfe of the Fred Israel agency, Chi- 
cago, being first among unit managers. 


Honor Agencies Selected 


The basis of selection among agencies 
involved six factors: Ratio of qualified 
delegates to number of club members 
in 1931, 1932 paid business compared 
with 1931, first year lapse ratio, per- 
centage of business from new organiza- 
tions, average premium of agents, num- 
ber of unit managers ahead of allotment 
as compared with total number. The 
Kellogg agency won on the first two 
points, the H. A. Chipman agency of 
Columbus, O., for best first year lapse 
ratio; the D. C. Kemp agency of Chi- 
cago for percentage of business from 
new organization, with 40 percent; the 
O. B. Heller agency of Toledo for 
average premiums with $42.24, and the 
H. E. Kerber agency of Chicago on the 
sixth basis. 

Five honor unit managers’ were 
selected, headed by Mr. Wolfe, others 
in order being District Manager R. A. 
Brooks of the Nelson agency of St. 
Louis, District Manager P. A. Miller 
of the Embry agency, Kansas City, As- 
sistant Agency Manager G. E. Grimm 
of the Kemp agency, Chicago, and Dis- 
trict Manager C. M. Maxwell of the 
Nelson agency of Des Moines. The 
bases of selection were: Ratio of quali- 
fied delegates to allotment, percentage 
of increase over allotment, percentage 
from new organization, number of joint 
cases and average premium. The five 
men were selected from among 150 unit 
managers. 


Texas Restriction Removed 


Life companies and building and loan 
companies in Texas may now invest in 
stock of the federal home loan banks, a 
sanctioning law having become effec- 
tive. 

Reopens Peoria Office 

With the appointment of C. T. Ward- 
well as general agent, the Connecticut 
Mutual Life reopens its office at Peoria, 
Ill. Mr. Wardwell’s connection with 
insurance dates from 1914, when he 
joined the staff of the Equitable Life at 
Peoria, soon afterward becoming dis 
trict manager there, a post he continued 
to hold until he transferred his al- 
legiance to the Connecticut Mutual. He 
is president of the local C. L. U. chap- 
ter and a former president of the Life 
Underwriters Association of Peoria. 
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“A Source of Comfort 
Through the Years” 


The Record of a Small Policy 



































‘ot following letter from a Wisconsin 
clergyman illustrates strikingly how 
even a small life policy kept in force may be 
the chief or sole means to security and peace 
in the later years of life: 
















“My mind goes back across the years, to 
an afternoon in North Dakota, when a rep- 
resentative of the New York Life came to my 
home and urged me to take out some Life 
Insurance. I believed in insurance but was 
too poor to make a start. I was so short of 
money that the agent had to lend me the 
money for my first premium. My only re- 
gret is that I did not let him make it three 
thousand instead of one, as he wanted to do. 
















































“Tt has been a source of comfort through 
the years, to have even so small an amount in 
a safe place. Now we are no longer young, 
and have decided to buy a little home. This 
means that we need the small savings the 
New York Life has been keeping for us 
these many years. . .” 








This is a $1,000 20 Payment Life policy 
issued at age 35. Total premiums paid 
—$766.80. Present cash value, including 
dividend deposits, amounts to $1,146.21. 
Through all these years the beneficiary 
has been protected for $1,000. 
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A life or endowment policy (but 
not term insurance) is an Insured 
Savings Plan with guaranteed 
values for retirement. 
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The B. M. A. Specializes 


in 


Income Protection 


Economically speaking, a man’s income 
is the most important factor in his life. 

When he dies, his dependents have them- 
selves alone to care for. 

When he is disabled by sickness or acci- 
dent, his dependents must care for him as well 
as themselves. 


FOR THAT REASON: 


A man’s income should be guaranteed by 
Life insurance for the protection of his de- 
pendents, against his premature death. 

A man’s income should be guaranteed by 
ACCIDENT and HEALTH insurance for 
the protection of himself, as well as his de- 
pendents, against his economic death in event 
of disability. 


The B. M. A. employs only full time sales- 
men; they are trained to analyze the needs of 
the prospect and prescribe income service for 
his protection. 

The B. M. A. Specializes in Income 
Protection. 


. 


LIFE ACCIDENT HEALTH 
ALL-WAYS © GROUP 
REINSURANCE 
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Business Men’s 


Assurance Company 
Kansas City, Mo. 


W. T. Grant, President 
a 


MORE THAN $27,500,000.00 PAID TO POLICY- 
HOLDERS AND BENEFICIARIES TO 
REPLACE INCOMES 











Full Story Never 
Will Be Disclosed 


(CONTINUED FROM PAGE 2) 


Continental Assurance and Continental 
Casualty, and medical director, spoke on 
“The Value of a Man,” in his introduc- 
tion touching on a man’s value chemi- 
cally, biologically, spiritually and voca- 
tionally. He said the insurance value 
of a man, as insurance companies are 
appraising it, is two-tenths of one’s in- 
come invested in ordinary life insurance. 
He said one-tenth for personal insurance 
might well be the average man’s objec- 
tive, but the big majority of policyhold- 
ers spend much less. 
Problem of Lower Income 


Most companies permit a man age 30 
to carry a line of ordinary life insurance 
about ten times his yearly income; at 
age 40, eight times; age 50, six times; 
age 60, four times, other factors being 
favorable. He said this is purely a 
guide rule and nothing else. Serious 
problems arise in cases of applicants 
whose incomes have been reduced, but 
who wish to buy their insurance on the 
basis of former inflated incomes. Com- 
panies concede freely that earnings may 
be greater in future, but also must rec- 
ognize that they may be less. In gen- 
eral, insurance is sold on the basis of 
present income. 

Suicide is a continuing problem; not 
at all a theoretical hazard, but very, 
very actual, he said. In the first six 
months this year, suicide claims in the 
Continental Assurance were 14 percent 
of all claims, about the same ratio as in 
1931, or, he said, four times what it 
used to be. There are more suicides 
among men of small means than in the 
wealthier class. 

Dr. Dingman reported a_ rejection 
ratio of only 7 percent in 1931 and 5% 
percent in 1930. 


General Agents’ Meeting 


The annual meeting of the General 
Agents & Managers association opened 
Wednesday with a business session in 
the morning and another in the after- 
noon, talks being given by executive offi- 
cers and agency problems discussed. 
Frank Copper, general agent, Columbus, 
O., is president; A. M. Reager of Louis- 
ville, vice-president, and Luther Moor, 
Dayton, O., secretary-treasurer. 

Mr. Claypool presided at the opening 
Thursday and welcome was extended by 
President H. A. Behrens. Frank Cop- 
per responded. L. L. Johnson, vice- 
president, was presiding officer in the 
afternoon. Dr. C. J. Rockwell, life in- 
surance educator, spoke on “Present 
Day Opportunities for Business”; R. W. 
Somers, Chicago general agent, on “Col- 
lateral Benefits of Group Insurance”; 
D. M. Phipps, director of field service, 
on “Our New Sales Program,” and five 
agents told of their most effective sales 
plans. 

Disability Cover Important 


H. P. Aiken, superintendent of agents, 
discussed “Life Disability and Non- 
Can.” Mr. Aiken said there are two rea- 
sons why life men should master the 
subject of disability insurance. First, the 
job is only half completed if a man is 
sold life insurance and it is not supple- 
mented with disability cover; and sec- 
ond, that competition in life insurance 
selling of the future will demand that 
this by-product be sold to every client 
in order that the agent’s profits will be 
raised to the point where he can stay 
in the business. Agents in future will 
have only themselves to blame, he said, 
for having left the door open to a dis- 
ability approach by competitors. 

Mr. Aiken presided at the final meet- 
ing, when Roy Tuchbreiter, vice-presi- 
dent, spoke on “Life Opportunities for 
Casualty Men”; Luther Moor, on “Sell- 
ing Financial Independence,” and L. L. 
Johnson on “The Service of Life Insur- 
ance.” 

During the convention, Mr. Aiken dis- 
cussed another subject, “Securing New 
Man Power.” He said that agency 





color, a personality comparing favorably 
with other agencies, is one of the mos 
important factors in agency building 
Equipment and facilities must be of the 
best, such as effective prospecting sys. 
tems, actual personal assistance of the 
general agent and/or his assistants jy 
making calls and helping to sell at leas, 
three policies. Visual sales kits Mr 
Aiken considers essential in an agency 


Leave Friday for New York 


The “President’s Club” will leave Fr. 
day night for New York to board 
steamer which will take the members 
to Bermuda on an outing. Some 3% 
leaders will go on the trip this year. 
There will be no formal program, the 
time being spent in good fellowship, 
deep-sea fishing, golf, etc. President 
Behrens, Vice-presidents Claypool and 
Dingman, George Smith, superintendent 
of agents, liability department Continen. 
tal Casuaity, and D. M. Phipps will go 
along. 


National Leaders 
Consider Security 


(CONTINUED FROM PAGE 3) 


“A prominent representative of mid- 
western journalism, who is now serving 
his country in an official capacity in the 
work of reconstruction, has been invited 
to contribute to the discussions. The 
president of a leading southern financial 
institution has been asked to give a 
banker’s outlook on current trends and 
conditions, and the relationship thereof 
to security. 


Life Insurance and Security 


“Although it has met the test of the 
last few years with pronounced stability, 
life insurance, in common with other 
businesses, has not escaped the burdens 
of economic hardship. On the other 
hand, measured in terms of human serv- 
ice, 1932 has been an outstanding year 
in life insurance annals. 

“The function of life insurance, not 
only in protecting the individual, but 
also as a national economic stronghold, 
has been sharply defined during the de- 
pression. How life insurance can fur- 
ther enhance human values both from 
the standpoint of personal protection 
and in the creation of firmer bulwarks 
of national security will be discussed by 
leaders in the business. The reservoir 
of security found in life insurance m- 
vestments and how our business has met 
and passed the stringent tests of finan- 
cial stability of these troublous times, 
will be pictured by a well-known chiel 
executive. 


Consider Payments to Policyholders 


“Such economic factors as the year's 
payments to policyholders and benet- 
ciaries and the importance of using life 
insurance as an avenue of investment 
will be studied from the viewpoint ot 
the central theme. The agents’ activi 
ties in spreading the gospel of security 
and world protection in the life insur- 
ance index also will be among the topics 
discussed. An inventory of current mor- 
tality trends will be given and its m- 
portance demonstrated in the develop- 
ment of human values through better 
health. The far-reaching effect of sound 
selection of insurance risks on the se 
curity of the business will be emphasized 
by an executive active in this field. A 
company official with wide legal expe 
rience will speak on the relationship 
law to the security and welfare of the 
individual. 

“The president of the National Com 
vention of Insurance Commissioners 
expected to address the meeting. Th's 
year, the association began its second 
quarter century. Thomas A. Buckner, 
president New York Life, who, 5 * 
member of the association’s original ¢- 
ecutive committee, had an important 
part in launching the organization on 
its first 25 years of activity, will presi 
over the sessions.” 
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“Lets Start Over Again 


A brand new book that’s 
right up-to-the-minute 


by VASH YOUNG 
Author of “‘A Fortune To Share’’ 


“What do we have in store for the future?”, an ag- 
gressive positive query, not the passive almost negative 
“What does the future have in store for us?”, is the question 
we should ask ourselves today—so says Vash Young in his 
new book, “LET’S START OVER AGAIN” which has just 


come from our press. 





A Vital Message of Personal Inspiration 


In this new book Vash Young shows how to apply the 
principles brought out in “A Fortune to Share” as a direct 
means of getting out of your own private slump. He pro- 
poses a stimulating, to-the-point cure for the economic ills 
which have besieged us. The book deals not with graphs or 
curves but with the development of man’s fundamental non- 
material inner resources which any normal person can and 
should make the most of. 


The Road to Recovery 


“LET'S START OVER AGAIN” is an urgently needed 
book of new ideas, new helps and a new personal plan to 
restore our lowered morale. It is a beacon light on the road 
to recovery. Its trail, open to all, leads to complete overthrow 
of fear, doubt, despair and dread. You really start over again 
the minute you open it. 


Start Over Again Today, Now! 


Read Vash Young’s message of 
courage and confidence, kindness and 
cheer, right thinking and successful 
living, applied to the great test of the 
depression, “LET’S START OVER 
AGAIN.” 


and 


(if you haven't read it), don’t miss 


“A Fortune to Share’’ 
—-It has helped thousands 
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Single Copy $1.50 


shows you how to make 
your own personal recovery 


Business leaders and civic organizations in all 
parts of the country are seeing the tremendous op- 
portunity for their community to become a part of 
the national Let’s Start Over Again movement. 


Vash Young’s “LET’S START OVER AGAIN” 
will help you get started again—GET STARTED 
AGAIN NOW! 
poem Mes This Confess Hemera 


! Rush, on ten day approval: 


1 
Beale copies of “LET’S START OVER AGAIN” 
. ous ial copies of “A Fortune to Share” 


billing me at $1.50 per volume (or quantity price). It is further 
agreed that if I order additional copies, | am to have the benefit of 
the price on total quantity purchased. 


Also send quantity prices (check) (1 
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To The Insurance Book House—The National Underwriter Co. 
420 E. Fourth St., Cincinnati, Ohie 
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CONSERVING LOANED POLICIES 








(CONTINUED FROM PAGE 1) 


some time ago. No doubt many of the 
larger companies will conduct a cam- 
paign of education by issuing literature 
but this must of course be supplemented 
by stimulating the field forces and for- 
mulating rules and regulations. 

Even if'the method of handling cases 
individually is used to some extent each 
company cay adopt a system and rules 
adapted to its own business and based 
on the practices of the companies in 
general. If it applies only to 50 or 75 
percent of the cases, at least that much 
good has been done and a good part of 
the problem solved. Certainly, a com- 
pany which has no rules at all is not 
likely to do as good a job of conserva- 
tion as the companies which have given 
it sufficient study to be able to formu- 
late some kind of a system. 

In this and following issues will be 
presented the reactions and solutions so 
far evolved by the various companies. 
To start off, here is a letter from a 
prominent and well managed eastern 
company: 

This matter has received a great deal 
of discussion by us and frankly we have 
not made any general announcement 





because we have not seen a plan which 
is satisfactory. We are still giving this 
matter much of our attention and are 
dealing with the individual cases as 
they arise. We do not have any gen- 
eral rules which would be of value for 
this compilation. 

We do have certain rules regarding 
out-and-out replacements which we are 
always glad to discuss, but we do not 
believe that there would be any advan- 
tage to publishing them in a synopsis of 
the different company systems. We be- 
lieve that any such analysis and com- 
parison would be used by many unscru- 
pulous brokers to replace in the com- 
panies that were most generous in com- 
mission allowances and would be used 
against the companies that are probably 
making’ the fairest comntission adjust- 
ment. 

I think that our rules are as generous 
as the average of the larger companies 
but we do not care to quote them for 
publication in any papers. 

x * * 


National Life of Vermont: I feel sure 
your study of the method employed by 


No stranger 





various companies to conserve heavily 
loaned insurances will be of interest, 
and regret that the National has noth- 
ing original to offer and no well-estab- 
lished single method to quote as rep- 
resentative of its practice. 

Every effort is made to keep the old 
business on the books even with out- 
standing loans. As you know, it is a 
fact that old insurance with loans is 
ordinarily better for the policyholder 
than new insurance of reduced amount 
free from liens. This is certainly true 
so long as there is any reasonable pos- 
sibility of paying off the outstanding 
loan. Just as there is no loan so con- 
venient for the borrower from all points 
of view as the policy loan, so there is 
no investment so sound on all counts 
as the repayment of such a loan. 

Where business is rewritten, the Na- 
tional requires full examination, and the 
payment of commissions, first and re- 
newal, on new business is dependent on 
the circumstances surrounding the dis- 
continuance of the old business. The 
company does not knowingly accept 
new insurance which is replacing heavily 
encumbered insurance of another com- 
pany. Where it has information that 
such is the purpose of the new insur- 
ance, the original company is immedi- 
ately notified and given every oppor- 
tunity to save its original policy before 





within your gates... 





Business in force 


over $600,000,000 


Crossing the border in 1906 The Great-West 
Life Assurance Company of Winnipeg, Can- 
ada, opened its first United States Branch in 


Fargo, North Dakota. 


The factors which so contributed to its success 
in Canada—financial stability, sound manage- 
ment, favorable results to policyholders, good 
service to agents—found equal favor in the new 
field. The Company’s activities rapidly spread 
into Minnesota and Michigan, Illinois and re- 


cently Washington. 


The Great-West Life offers opportunity to 
Agents in these five States of the Union, writing 
Annuities and all standard forms of life insur- 
ance, participating and non-participating. 


GREAT-WEST LIFE 


ASSURANCE COMPANY 


WINNIPEG 


CANADA 





this company will issue or release 4, 
new policy. ; 
— 

A well-managed medium-sized wey. 
ern company writes: In agency meq. 
ings and in agency bulletins, we hay 
laid much stress upon the cooperatio, 
which the company asks and expects i 
fieldmen to render in the way of keep. 
ing business on the books and assistiny 
policyholders to continue their insurane 
programs. We have pointed out the ag. 
vantages of carrying an old policy 4). 
though it was heavily loaned and hay 
illustrated the financial advantage }y 
comparing results of surrendering a 
old participating policy heavily loane 
with results under a new policy. It ha 
been our practice to ask our fieldmen +; 
persuade policyholders to continue th 
old policy although there is a full poli, 
loan outstanding. ; 

We have advised our agents that the 
company will redate policies and cancel 
part or all of the indebtedness if thy 
arrangement is attractive to the insured, 
When we redate a policy under sych 
circumstances. no extra commission 
above the regular renewal is allowed 

For a number of years it has been the 
rather strict rule of this company not to 
allow any first year commission when a 
policy is written to replace another with 
this company. Recently we have felt 
it advisable to consider individual cases 
on their merits and in some instances, 
we have allowed the agent one-half of 
the regular first year commission and 
a few cases the full first year commis. 
sion on a new policy. We constantly 
keep in mind that a financial reward to 
the agent for “twisting” a company’s 
own business will have a bad effect upon 
agency morale and the profession of life 
underwriting. 

I personally appreciate the attitude of 
THE NATIONAL UNDERWRITER with refer- 
ence to this problem. 

(TO BE CONTINUED) 


Canadian Scunstiies Group 
Organizes; Objects Outlined 


TORONTO, Sept. 22.—The recently 
formed securities committee of the 
Canadian Life Insurance Officers As 
sociation at its second meeting appointed 
A. E. Pequegnat, assistant general man- 
ager Mutual Life of Canada, as chair- 
man, and H. R. Stephenson, general 
manager Crown Life, vice-chairman. Mr. 
Pequegnat summarized the objects of 
the committee as follows: To investigate 
matters of investment of general in- 
terest to the member companies of the 
association, such as the defects and un- 
certainties of trust deeds; conditions m 
industries in which life company funds 
are invested, will also be considered. _ 

The duties and _ responsibilities o 
trustees were discussed at the meeting, 
and a special committee was appoined to 
go into details, consisting of G. F. Eng- 
land, London Life; F. L. Whitaker, Do- 
minion Life; S. M. Thompson and 
Martin, Manufacturers Life, and J. E 
Fortin, assistant secretary of the as 
sociation. 


Managing Editor Resigns 
C. E. Belcher, publisher of the “Stand: 
ard” of Boston, announces that Man- 
aging Editor William Carroll Hill of the 


; ~ aoaal 
“Standard” has resigned after sever 
years’ service. 


Penn Mutual Investments 


Significant figures of the Penn Mutua! 
were given by President W. A. Law ™ 
the White Sulphur Springs agency ©o™ 
vention. He said that out of more than 
$150,000,000 invested only one bond was 
in default, and that was on the Sanitary 
District of Chicago. There was only one 
guaranteed stock in default as to divi- 
dend—that on a southern railway, a 
there were no railroad bonds in defaw 
The ratio of foreclosures on property, he 
said, was less than 2 percent of total as 
sets. The company showed a profit 
properties foreclosed and sold. 
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Dedication of Lincoln Statue 
in Fort Wayne Is Impressive 








By LEVERING 


The dedication ceremonies for the 
Paul Manship statue of Abraham Lin- 
coln as the “Hoosier Youth,” which 
stands in impressive setting on the plaza 
of the Lincoln National Life’s home 
ofice building in Fort Wayne, Ind., 
were conducted on a plane amazingly 
sympathetic and appropr.ate to the sub- 
ject. 
e Naturally and legitimately, the occa- 
sion had its commercial aspect. But the 
Lincoln National is so sincerely inter- 
ested in Lincoln and has such a pro- 
found knowledge of him, that noted 
Lincoln scholars who attended were 
heard to express among themselves ad- 
miration for the character of the exer- 
cises and appreciation for what the Lin- 
coln National had done. Among the 
scholars on hand were Ida Tarbell, fa- 
mous biographer of Lincoln; Dr. Otto 
L. Schmidt, president of the Illinois 
Historical Society; Dr. W. A. Evans, 
health editor of the Chicago “Tribune” 
and author of “Mrs. Abraham Lincoln”; 
Logan Hay of Springfield, Ill., who is 
president of the Abraham Lincoln As- 
sociation, and Evans Woollen, pres:dent 
of the Indiana Historical Society. 


Mechanics Well Handled 


The mechanics of the day were han- 
died most smooihly. For instance, a 
special train was run from Chicago to 
Fort Wayne, carrying Secretary of Ag- 
riculture Hyde, the principal speaker, 
and other guests. Mr. Hyde advised 
that he had an early engagement that 
evening in Chicago. Accordingly, with- 
out ado, the special train was returned 
to Chicago in the fastest time ever made 
by the Pennsy.vania railroad on that 
stretch. At one time the train was trav- 
eling at 92 miles an hour and averaged 
more than 70 miles an hour. 

At one time during the day there were 
three events in progress. In the em- 
ployes’ dining room of the Lincoln Na- 
tional, lunch was being served to a large 
number of guests, which was followed 
by talks from several of the Lincoln 
scholars. A program for the school chil- 
dren of Fort Wayne was in progress 
cutside and the more than 100 agents 
of the Lincoln National on hand were 
being entertained at lunch at a hotel. 
These activities were carried on without 
the slightest suggestion of excited or 
nervous bustle. 

Again, those interested in the tech- 
nique of the arrangements, were im- 
pressed with the manner in which the 
broadcasting was arranged. It was nec- 
essary to dispense with a general chair- 
man to act throughout the ceremonies, 
masmuch as the radio announcer had 
to keep his listeners posted as to what 
Was going on. This was done in such 
good taste and so expeditiously, that 
the spirit of the occasion was not marred 
im the slightest. 


5,000 on Hand 


More than 5,000 persons attended the 
ceremonies. The street in front of the 
home office building was blocked off and 
the audience, except for those on the 
platform, was seated there. Across the 
street is the new post office building, 
so that the surroundings were in key. 

The invocation was delivered by Dr. 
JR. Sizoo, pastor of the New York 
arate Presbyterian church of Wash- 
yee D. C., which was the church 

cota attended while president. There 
. lowed a solo rendition of the “Star 
ane Banner” by Cyrena Van Gor- 
lag Chicago Civic Opera com- 
— Dr. Sizoo then delivered an ad- 
a in which he brought a personal 
Preaee from Mrs. Robert T. Lincoln. 
i Arthur F. Hall of the Lincoln 
het _ then talked briefly. He said 
Mo € company had desired to create 

€mento that would take first rank. 
was decided to capture a certain 





CARTWRIGHT 


phase of Lincoln's life that had not been 
developed previously. The statue pre- 
sents Lincoln as a lad of 21 at about 
the time he was ready to leave with his 
father and stepmother from his Pigeon 
Creek, Ind., home for Illinois. Lincoln 
spent 14 years in Indiana and those were 
his formative years. 

Mr. Hall introduced the sculptor, Paul 
Manship, who said that the statue was 
the culmination of four years’ work. 


Unveiling Is Impressive 


The statue was then unveiled by 
Arthur Fletcher Hall, III, the great 
great grandson of Hugh McCulloch, who 
was the first comptroller of the currency 
of the United States and was secretary 
of the treasury under three presidents, 
including Lincoln. The moment was 
impressive. 

There followed “America” by the band 
and a presidential salute of 21 guns by 
the national rifle corps of the American 
Legion. 

United States Senator James E. Wat- 





son of Indiana then brought a personal 
message from President Hoover and in- 
troduced Secretary Hyde, whose remarks 
were widely quoted in newspapers and 
gained for the ceremony considerable 
publicity. Miss Van Gordon then ren- 
dered another solo, there was a band 
selection and the final event of the dedi- 
cation proper was the floral tribute pre- 
sented by the Fort Wayne Boy Scouts, 
Daniel C. Beard, national scout commis- 
sioner, officiating. 

The luncheon program was of partic- 
ular interest. The speakers were true 
Lincoln scholars and seemed to revel in 
the occasion. There were talks by Dr. 
Schmidt, Mr. Woollen, Mr. Hay, Dr. 
Evans, B. W. Morris, architect of the 
building, Franklin B. Mead, executive 
vice-president of the Lincoln National; 
Mr. Manship and Dr. Louis A. Warren, 
historian of the Lincoln National Life 
Foundation. Samuel F. Foster, chair- 
man of the Lincoln National, was toast- 
master. 

Dr. Warren Kept Busy 


The Lincoln foundation in the Lincoln 
National building was thronged through- 
out the day. Dr. Warren was kept busy 
reporting on various features. In this 
library there are 3,700 books about Lin- 
coln, 1,600 pictures, numerous letters and 
other historical objects. Dr. Warren for 
three years was editor of a newspaper 
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in Hodgenville, Ky., which was Lin- 
coln’s birthplace. He later lectured in 
Indiana in behalf of a project to build 
a memorial to Lincoln's mother in Lin- 
coln City. Mr. Hall was chairman of 
the state committee in that campaign 
and he induced Dr. Warren to become 
director of the foundation. The claim is 
made that this is the most comprehen- 
sive museum of Lincoln lore in exist- 
ence. 

The idea of making the name of the 
Lincoln National Life significant was 
born when the company was launched 
in 1905. At that time Robert T. Lincoln 
was questioned as to whether there 
would be any objection to the company 
taking the title it did. Mr. Lincoin re- 
sponded in such a sympathetic manner 
and gave the promoters such warm en- 
couragement that the idea of making the 
company a real Lincoln institution took 
root. Maturing of that idea is credited 
to the genius of Mr. Hall. When the 
Lincoln National home office building 
was constructed, the architect planned 
a plaza with the idea that later some 
central figure would be erected there 
and the statue fits perfectly into the 
plan. 

During the ceremonies, William B. 
Hall, son of President Hall, flew over 
the assemblage, taking airplane pictures. 

(CONTINUED ON NEXT PAGE) 
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ST. PATRICK 








ONE of the outstanding figures of the fifth century was Patrick, 
universally-loved patron saint of Ireland. At the age of 16, 
Gaelic raiders had carried him to Ireland as a slave. He escaped 
to a ship and landed in France where he became a Monk. Later 


he returned to Erin as a Bishop. 


rived—no pagans when he died.” 


‘No Christians when he ar- 


Of course it was his passionate love of Christianity that made him 
the great saint, but aside from his religious mission in Ireland the 





world owes Patrick a large debt because of his other accomplish- 
ments — his fine sense of understanding of the Irish 
people, his organizing power, and his vision in establishing 
educational centers from which radiated a tremendous in- 
fluence on the scholarship and civilization of Western 
Europe for more than a hundred years following his death! 
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Watch Your Step, 


Freshman 


September — and thou- 
sands of freshmen—full 
of life and enthusiasm— 





not yet knowing that a 
freshman’s road is 
hard, beset by perils 
and sophomores. So 
many new things to 
learn, so many pit- 
falls to guard 
against. Reflect: 
The _ freshman 
class is the larg- 
est in any col- 
lege; but the 
semor gradu- 
ating class 





is the small- 
est. What be- 
comes of them? 
New life insur- 
ance men — you 
are getting your 
first hazing—but 
not the last one 
you will receive. 
Yet the rules to 
success have all been 
worked out for your 
guidance. Follow 
them—without losing 
faith. When you need 
help, Commonwealth’s 
Cordial Cooperation will 
furnish it. Somewhere 
ahead a diploma — inde- 
pendence, contentment— 
is waiting for you. 


COMMONWEALTH 
LIFE INSURANCE C0. 
LOUISVILLE, KY. 














Innocent Misrepresentations 


At the September meeting of the 
Chicago Life Insurance Lawyers Club 
Attorney H. H. Cooper read a paper on 
“Innocent Misrepresentations.” The fol- 
lowing gives the high spots in that 
paper: 

A company, when the victim of an in- 
nocent misrepresentation by an appli- 
cant, can find relief in the chancery side 
of courts in jurisdictions maintaining 
distinction between legal and equitable 
remedies, unless precluded by local law 
or policy stipulations. 

The customary provision—‘“all state- 
ments purporting to be made by the in- 
sured shall, in the absence of fraud, be 
deemed representations and not war- 
ranties”"—does not preclude such re- 

ist. Piece 
Dye Works vs. 138 N. E. 401 
i 2% 


Travelers, 
* * 


“There may be actual fraud ... in 
equity without any feature or incident 
of moral culpability.” 

Pomeroy, Eq. Jur., 3rd ed., sec. 885. 

Turner vs. Ward, 154 U. S. 618. 


Independent Harvester Co. vs. Tins- 
man, 253 Fed. 935, 937 C. C. A,, 

Halsey vs. Minn.-S. C. i a 
Fed. (2d) 720, 723, C. C. 

The rule in Illinois seems to be found 
in United States Fidelity & Guaranty vs. 
First National Bank, 233 IIL, 475. 

* * * 


In federal courts sitting in states, like 
Illinois, where legal and equitable reme- 
dies are distinct, there is sanction for 
the practice of asserting in such event 
the insurer's right to the remedy of 
rescission and cancellation by filing, 
under judicial code, Sec. 274b, an equita- 
ble defense. See New York Life _ vs. 
Marotta, 57 Fed. (2d) 1038. 

* * * 

Until authoritatively determined to the 
contrary, it is submitted equivalent re- 
course to equitable relief against the 
performance of policies induced by inno- 
cent misrepresentations can be obtained 
by the institution of a chancery suit in 
a state court, even though a suit at law 
has already been commenced by the 
beneficiary; provided the bill be filed 
within the contestable period. 











Union Pacific Takes “Equity | 


Reinsurance Dissenes Approved by 
_ Commissioner Herdman—Farber 
Active Head in Merger 


LINCOLN, NEB., Sept. 22.—Com- 
missioner Herdman approved a contract 
of reinsurance whereby the Union Pa- 
cific Assurance of Omaha takes over 
most of the assets and assumes all lia- 
bilities of the Equity Life, also of 
Omaha. J. A. Farber and associates, 
who controlled the Union Pacific, re- 
cently purchased control of the Equity, 
but a merger proposal was disapproved 
by the department because minority 
stockholders could not be forced to sell 
or exchange stock. 

Under the reinsurance contract, the 
Equity turns over sufficient assets to 
make up legal reserves on its outstand- 
ing policies with some excess to take 
care of possible losses. It retains $115,- 
000 assets, consisting of the home office 
building valued at $75,000, bonds on 
which interest is in default amounting 
to $25,000, and $15,000 agents’ balances. 


Details of Agreement 


The Union Pacific agrees to pay over 
a 7% year period $20 per $1,000 for all 
insurance in force, (exceeding $4,000,- 
000) with 4% percent interest on the 
balance unpaid at the end of the fifth 
year. The debits permit it to charge 
a maximum of $6 for expenses for han- 
dling reinsured business. Maximum ex- 
pense of $1 per $1,000 is allowed on par- 
ticipating business, which must be segre- 
gated. 

The Union Pacific now will have a 
paid up capital and surplus of $275,000, 
insurance in force exceeding $10,000,000 
and assets in excess of $1,187,000. Lloyd 
Dort, former insurance commissioner, is 
president, but the active management 
rests with Mr. Farber. 

Directors will be Walter Duda, I. H. 
Brown, G. L. Berger, J. H. Kulakofsky, 
Dr. E. E. Simmons, Irvin Stalmaster, 
C. J. Malmsten and H. P. Farber. 
President G. H. Furness and his aid, 
P. A. Havens of the Equity will con- 
tinue in active association, and main- 
tain the old company until the final 
transfer. Policies outstanding Oct. 1 
are covered by the contract. 


Dedication of Lincoln Statue 
in Fort Wayne Impressive 


(CONT'D FROM PRECEDING PAGE) 


He is in the mortgage loan department 
of the Lincoln National and is an en- 
thusiastic flyer. 

A number of insurance people were 
on hand, including Insurance Commis- 
sioner John C. Kidd of Indiana and 











Mrs. Kidd; Vice-Presidents Russell T. 
Byers, Harry R. Wilson and Actuary 
Wendell P. Coler of the American Cen- 
tral Life. Evans Woollen, who took an 
active part in the program, is also a 
vice-president and director of the Amer- 
ican Central. Henry Abels of the 
Franklin Life at Springfield, Ill., was 
there. President Eugene O. Burget of 
the People’s Life of Frankfort, Ind., was 
on hand as was President L. J. Dough- 
erty of the Guaranty Life of Davenport. 
James C. Malone of the Retail Credit 
Company was also a guest. Vice-Presi- 
dent A. J. McAndless of the Lincoln 
National, among other things, was in 
charge of keeping the insurance people 
happy. 


Pay for Over Two Million 


The Kansas City agency of the Equit- 
able Life of New York paid for more 
than $2,000,000 in August, there being 
$1,700,000 of ordinary and $300,000 
group. 





Vice-President F. O. ‘oui 
on His Last Official Th, 


Vice-president F. O. Ayres of 
Metropolitan Life is due to retire frog 
active service at the end of this ye 
as he is reaching the age of 70 and ther. 
fore is crossing the automatic retiy 
ment line fixed by his company. 4, 
has been with the Metropolitan Life fy 
40 years. He is now touring the coy, 
try meeting agents and this will be } 
last business trip. On his journe 
through the country Mr. Ayres is carr. 
ing a message of good will and hope 
Speaking in a recent interview, he Said 


Additional Proof of Value 


“The depression has given the pubj 
additional proof that life insurance js 
the best kind of investment. Securiti« 
have not held up—but money invested 
in life insurance proved sound. Th 
is because the law requires insurance 
companies to have adequate reserves 

“The insurance business has held y 
well during the depression, when com. 
pared with business in general. It wa 
a little off last year—there was a dro 
of something like 10 percent—which 
much less than the average drop in bus. 
ness—but insurance is again showing a 
improvement. 

“General business, I believe, is doing 
better, at least in spots, and while it 
may take some time to get out of the 
present difficulties, I think we have x 
least started on the way out.” 


Hill Heads C. L. U. Chapter 


G. L. Hill, production manager « 
the C. L. McMillen agency of the 
Northwestern Mutual Life in New 
York, was elected president of the Neu 
York C. L. U. chapter at its annul 
meeting Wednesday. Other _ officers 
are G. Rorr, Equitable of New 
York, vice-president, and C. L. Post 
Guardian Life of New York, secretary 
treasurer. Reports were presented by 
outgoing officers and plans were made 
for the coming season. It was decided 
to have a short talk by members of the 
chapter at meetings in addition to the 
talks by outside speakers. 





Lincoln National Sons Start 











WILLIAM HALL 


Two sons of prominent officials of the 
Lincoln National Life have become as- 
sociated with the home office. William 
Hall, son of President Arthur F. Hall, 
an officer in the Aereco Flying Service, 
pilot -of the company’s plane during the 
recent Indiana good-will tour, has be- 
come associated with the mortgage loan 
department. 


F. B. Mead Jr.’s Career 


Franklin B. Mead, Jr., son of the ex- 
ecutive vice-president, also starts in the 
mortgage loan division. 

Mr. Hall is an instructor in flying. He 
is a Yale graduate of 1926 and took post 
graduate work at the University of 





Michigan. He received the rank of et- 
sign at the naval training base in Per- 
sacola, Fla. He will give particular at- 
tention to the tax section in the mort- 
gage loan department. 

Mr. Mead prepared for college a 
Phillips Exeter Academy and graduated 
from Hamilton in 1930, specializing o 
economics. He then went to the Uni- 
versity of Pennsylvania for two years 
and received his master’s degree in bust 
ness administration in June. At Penr- 
sylvania he majored in investments and 
took subsidiary courses in accounting 
and the application of statistics and bus- 
ness law. During the course at Pent- 
sylvania he took the fundamental courses 
in insurance, life, casualty and fire, under 
Dr. S. S. Huebner. 











FRANKLIN B. MEAD, 
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Industrial Result | 
Teaches Lesson 








(CONTINUED FROM PAGE 1) 


cted to do a good deal of this outside 
canvassing, for he is told that his larger 
ordinary cases will come from prospects 
outside his debit and that he should can- 
yass in the business section. 

Evening work plays an important part. 
The industrial man is expected to spend 
three or four evenings a week seeing 
heads of families whom he cannot see 
in the daytime, for he knows, either by 
experience or being told, that there is 
a large chance that the time spent sell- 
ing insurance to the wife will be wasted 
if the husband is not sold also. The 
agent is encouraged to make a thorough 
survey of his debit, to familiarize him- 
self with the insurance situation, actual 
and potential, in his entire territory. 

The industrial companies’ trump cards 
appear to be, first, closely detailed meth- 
ods for their agents, and second, the 
necessary supervisory power to see that 
these methods are followed. Officials of 
ordinary companies hold varying opin- 
ions on the practicability of such close 
supervision for ordinary agents. 

Those favoring its adoption contend 
that the present system among ordinary 
companies exists solely because of tra- 
dition and that if all ordinary companies 
could start their agency organizations 
anew a far more effective method of 
selling and of conservation could be de- 
vised. 

Difficult te Make Change 


It would take concerted action by vir- 
tually all companies, they admit, for 
any company which tried to inaugurate 
such radical changes by itself would 
merely lose its agents to companies not 
making the switch. 

That success of industrial agents has 
been due largely to their being com- 
pelled to keep on the job even when 
conditions were discouraging is corrob- 
orated by reports from general agents 
in the ordinary field, who almost uni- 
versally have found that the agent com- 
ing into the business since the depres- 
sion has done about as well as new men 
usually do, while the agents longer in 
the business have had a harder time ad- 
justing themselves to present selling 
conditions. The new men, the general 
agents say, are willing to follow instruc- 
tions and have no pre-depression sales 
methods to unlearn. 


Management Association to 


Hold Its Annual Conference 





(CONTINUED FROM PAGE 1) 


Linton of the company and President 
Talbo: of the Fidelity Mutual Life. 

L. C. Ashton, vice-president and sec- 
retary of the Provident Mutual, is presi- 
dent of the management association. 
President Law of the Penn Mutual will 
give the address of welcome. Dr. H. S. 
Person, managing director of the Tay- 
lor Society, will speak on “Principles of 
Scientific Management as Applied to 
Office Institutions.” One of the most 
interesting reports will be given at the 
first session by M. C. Terrill, second 
vice-president Phoenix Mutual on “Per- 
sistency of Policies with Loans.” 


College Man Will Give Address 


we Monday afternoon Vice-President 
oe D. Fuller of the Curtis Publishing 
ompany will tell some phases of the 
urtis office operations. R. A. Taylor, 
y gery chief accountant of the Sun 
— Montreal, will present his com- 
in Ome rt on “Recent Developments 
W ce Machinery and Equipment.” 
Provis Holt, assistant secretary of the 
the dent Mutual, who is chairman of 
Committee on “Analysis of Operating 
ivy Will give a report. 

ou i, Balderston, professor of in- 
wil ghey University of Pennsylvania, 
in the first speaker Tuesday morn- 
8 on “Depression Problems of Person- 








Drop in Demand 
for Loans Found 
by the N. Y. Life 


Many signs indicate an improvement 
in general business conditions, according 
to Thomas A. Buckner, president New 
York Life. 

“One such sign,” Mr. Buckner said, 
“is a decrease in the number of appli- 
cations for policy loans and a substan- 
tial decrease in the aggregate amount 
of loans applied for. Measured by the 
first six months of 1932 the cash outgo 
for policy loans made by the New York 
Life decreased during July and August, 
21 percent. Measured by the peak 
monih during the first six months of 
the year the cash loans made during 
July and August show a reduction of 30 
percent in volume. 

“There has also been a substantial 
increase in the number of policy loans 
repaid in whole or in part,” Mr. Buck- 
ner declared. 

“This company's liquid cash position 
is strong, in fact stronger than ever be- 
fore in all its 87 years of operation. As- 
sets have been steadily increased and 
the cash income has been sufficient at 
all times to meet all obligations, to make 
new investments of millions of dollars 
and to have large bank balances on 
hand. The first seven months of 1932 
the company’s new paid for business 
has averaged just under $2,000,000 for 
each working day. 

“The company has not borrowed from 
the Reconstruction Finance Corporation 
or from any other source, nor have we 
sold any securities for the purpose of 
raising funds. Our payments to policy- 
holders during the first seven months 
amounted to $143,850,794.” 














nel Administration.” H. N. Hamilton, 
director conservation bureau of the 
Union Central Life, as chairman of the 
educational program, will give a report. 
C. M. Taylor, assistant secretary of the 
Provident Mutual, will report for the 
salary survey committee. The afternoon 
will be given to visiting home offices of 
Philadelphia companies and recreational 
pursuits. 

On Wednesday morning, H. W. Fos- 
kett, assistant treasurer Equitable Life 
of Iowa, chairman of the committee on 
“Investment Department Routine and 
Procedure,” will report. Another com- 
mittee report will come from G. A. 


Drieu, assistant secretary Connecticut 
General on “Purchasing Department 
Methods and Operations.” The last 


committee report will be by G. W. Skil- 
ton, comptroller Connecticut General, 
who is chairman of the committee on 
“General Insurance & Surety Bonds.” 
F. L. Rowland of the Lincoln National 
Life is chairman of the program com- 
mittee. 
Decathlon Winner Signs 

James Bausch, decathlon winner at 
the Olympic games, who set a record 
for number of points, topping even the 
mark made by Jim Thorpe, has signed 
with the Equitable of New York to 
operate either in Kansas or Kansas City, 
out of the A. M. Embry agency in that 
metropolis. Mr. Bausch, it will be re- 
membered, was the storm center at 
Kansas University some time ago be- 
cause of his soliciting for a Topeka life 
company while he was a student, the 
charge being made that this was a 
“blind” to cover an arrangement by 
alumni making it possible for Bausch to 
remain in school and play football. He 
was a pigskin star. Mr. Bausch went 
through Ohicago this week in company 
with Mr. Embry, en route to the To- 
ronto convention of the Equitable’s 
central department. 


The Postal Life & Casualty has pur- 
chased a site on the Country Club Plaza, 
Kansas City, Mo., where it will soon be- 
gin the construction of a new home office 
building. 
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When the UPTURN 
Comes in Life 
Insurance 


When the public lost faith in the stock market NYNL was ready 
with investment forms of policies to take advantage of the public’s 
unusual interest in safety. NWNL agents had in their kits the best 
and most complete methods of presenting life insurance as the best de- 
pository for savings. The Company’s record proves that these helps 
have been effective., 


While, no doubt, the value of life insurance as an investment has 
been so thoroughly impressed on the public that policies emphasizing 
the investment feature will continue to be much in demand, there are 
few who do not realize that, as always, with the return of confidence 
the public’s interest in securities will increase steadily. 


There is already evidence that the upturn has come in commodity 
and security prices. Late in June the seemingly endless sinking of the 
price indexes stopped. Since then, as shown in the chart above, the 
trend has been persistently upward. 


The curve of new life insurance sales has not yet turned upward, 
but when it does, NWNL anticipates that it will be marked by the 
increased sale of life insurance for the primary purpose of protection. 
For this its agents will be well equipped. As much protection as 
possible for as little money as possible, will be the demand of life 
insurance purchasers. They will not be disappointed in the offering of 
NWNL agents. 


SOME NYNL LOW COST POLICIES 


(Figures for Policies Issued at Age 35) 


Annual 
Minimum Premium 


Kind Amount Per $1000 
Whole Life Preferred Risk............ $10,000 $22.91 
20 year surrendered net annual cost 


per $1,000, - $0.15 
20 Payment Life Preferred Risk.... $5,000 


20 year surrendered net annual profit 
per $1,000, - $6.55 


47th Year 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. passioexr 


STRONG~- Minneapolis Minn. ~ LIBERAL 


$32.03 
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What Are the Opportunities ? 


Tue life insurance salesman in the field 
today naturally is inquiring what are his 
opportunities and what are his prospects. 
He finds that a great deal of his time 
has to be spent in looking after his old 
policyholders. The stress of the day has 
forced many of them to secure loans, 
have their policies cut down or read- 
justed so that they can carry such in- 
surance as they may be able to do. In 
some cases from 50 to 75 percent of the 
salesman’s time is given to this conser- 
vation work, which naturally goes with 
the scope of his office. 

Then agents have had to readjust their 
lists of prospects because men who 
could buy insurance a few years ago 
cannot today. There were many who 
could buy freely in 1929, who can only 
pay for small amounts today. People 
have lost their positions, their income is 
cut down, they fear what tomorrow will 
bring and altogether there are some fea- 
tures that may be discouraging. 

The recent stock market activity has 
brought out the fact that hundreds of 
thousands of people seemingly have 
money that they have hoarded if it can 
enly be reached. They bring it out for 
speculative purposes. Have the life in- 
surance salesmen taken up their task 
with enthusiasm and zeal or have they 
taken it for granted that there is not 
much use soliciting people? Business 
men in general are salvaging what they 
can out of their present enterprises. 
Life insurance agents are doing the 
same. They are holding their old policy- 
holders as best they can but they should 
not overlook the opportunity to fill up 
the gap with new business. That may 
be easy to say and yet when one studies 
the records of agents who are producing 
good business it is found that many of 
them are working in territory where go- 


ing is hard but something is being ac- 
complished all the time. 

In 1931 the new business amounted to 
$19,817,494,437 as compared with $22,- 
175,056,845 the year before. This year 
the shrinkage is running from 15 to 20 
percent but even at that there will be 
between $15,000,000,000 and $16,000,000,- 
000 of new business secured this year. 
Last year there were $50,000,000 more 
new premiums than in 1930. That, of 
course, was due to the higher priced 
policies being sold, largely of the in- 
vestment and retirement variety. There 
are people in strategic positions who are 
perfectly able to buy insurance and they 
are buying. The public is safety-minded, 
even if it is still speculation-minded. 

There may be here and there some 
question in the minds of the insurance 
buying public as to what companies are 
safe and what not and yet it is not a 
difficult matter for an intelligent agent 
to convince a prospect whether his com- 
pany can stand the acid test. There is 
no reason why a man today cannot make 
a good living in selling life insurance 
and he has the assurance that when the 
business revival comes, as surely it will, 
he will be in the finest position possible to 
take advantage of possibly the greatest 
production period the business has seen. 
That will not be due to artificial stimu- 
lation but merely to the conviction in the 
minds of the people that legal reserve 
life insurance has stood the test and has 
all the qualities of permanency and se- 
curity. 


Many people fail to take advantage of 
the opportunities right at hand. They look 
at the field nearby where the pasturage 
seems fresher and more succulent. There 
are tasks to do and rewards to be received 
if one will simply look near about him. 


thas a new daughter, Amy 





Joseph A. (“Red”) Dunn, who is with 
the Milwaukee office of the Travelers, 
has been appointed freshman football 
coach at Marquette University, Milwau- 
kee. Mr. Dunn was a star athlete at 
Marquette in football and basketball in 
1922-1923 and won a place on an all- 
American team in 1923. In recent years 
he has been backfield star of the Green 
Bay Packer eleven, national professional 
football champions. He will serve at 
Marquette on a part-time basis and will 
continue his work with the Travelers 
life and casualty departments. 


Herbert W. Johnson, Omaha man- 
ager of the Phoenix Mutual Life, has 
been appointed assistant to Ford Hovey, 
government director of the Agricultural 
Credit Corporation. He will spend 
most of his time in Washington. 


Edward Lichtig, Bay City, Mich., 
general agent Minnesota Mutual, who 
has represented the company there for 
over 20 years, underwent an operation 
in a Detroit hospital for the removal of 
a cataract on his right eye. He expects 
to remain in the hospital a few weeks. 


C. F. Williams, president of the West- 
ern & Southern Life, was summoned to 
Washington Sept. 15 to participate in 
the conference of the welfare and relief 
mobilization of 1932, called by Newton 
D. Baker, chairman of the national citi- 
zens committee. 


H. R. Halsey, assistant secretary and 
chairman of the underwriting committee 
of the Manhattan Life of New York, 
last week celebrated the 50th anniver- 
sary of his joining the company. Presi- 
dent T. E. Lovejoy presented him a 
handsome silver loving cup. Mr. Halsey 
went with the Manhattan as office boy 
Sept. 15, 1882. His father, J. L. Halsey, 
was the company’s first accountant when 
it was organized in 1850. He was later 
secretary and manager of agents, be- 
coming vice-president in 1894, which 
position he held until his retirement on 
account of ill health in 1906, a year be- 
fore his death. 


H. R. Cunningham, president of the 
Montana Life, is sub-chairman in his 
state of the rehabilitation committee for 
the Ninth Federal Reserve district. 


While spending his vacation recently 
in Boston, his former home, R. G. Rich- 
ards, agency secretary of the Atlantic 
Life, had the good luck to be able to 
take some excellent photographs of the 
sun in eclipse. The photographs were 
taken at Hampton Beach on the New 
Hampshire coast, where the view of the 
eclipse was much better than that ob- 
tained by the hosts of scientists who 
selected points farther inland for their 
observations and photographic work. 


D. O. Johnson, San Antonio, Tex., 
manager for the Minnesota Mutual Life, 
Ione John- 
son, Mr. Johnson says he is specializ- 
ing in girls. 


President David S. Dickenson of the 
Security Mutual Life of Binghamton, 
N. Y., introduced Superintendent George 
S. Van Schaick of New York at the 
dinner tendered to the superintendent 
by the Binghamton Fire & Casualty 
Club. Mr. Van Schaick gave a very 
interesting informal talk on the work of 
his department. 


Dr. S. S. Huebner, the well known 
life insurance educator, told a group of 
life men recently how he came to es- 
tablish the first college course in insur- 
ance at the Wharton School of Finance 
& Commerce 29 years ago. He said he 
was trying to think of a new subject 
to teach and noticed a copy of the New 
York “Journal of Commerce.” He noted 
page after page of stock quotations, 





———— 


business news and statistics, all dealing 
in a practical way with the general - 
ject of economics but not much with 
underlying principles. On the insurance 
page, however, he noticed much atten. 
tion given to insurance, mostly fire ang 
casualty. He told the president of the 
Wharton School there were at least two 
subjects, general business and insurance, 
which were not being given proper at. 
tention in any college curriculum. The 
president agreed and suggested that Dr. 
Huebner institute these two courses of 
insurance and finance in the Wharton 
School. He undertook the work, first 
at a salary of $500 a year, and these 
two courses are today an important 
part of the Wharton School. 


—s 


Walter E. Webb, Jr., son of the ex. 
ecutive vice-president of the National 
Life, U. S. A. of Chicago, is made sport- 
ing editor of the Evanston, IIl., “News 
Index,” a daily paper published in the 
Chicago suburb. The paper has just 
changed management. Mr. Webb has 
been a reporter on the paper and has 
been writing sports stuff to some ex- 
tent. He now takes entire charge of the 
page and writes a daily feature with a 
“by-line.” The Webb home is at Glen- 
coe, Ill., farther up the shore. 


Charles D. Mullen, director of the 
Security Mutual Life of Nebraska and 
a business partner for years of Presi- 
dent E. B. Stephenson, was operated 
upon recently at Rochester, Minn., fora 
serious ailment, but is recovering. 


William H. Harrison, vice- president 
and superintendent of agencies of the 
Atlantic Life of Richmond, Va., is visit- 
ing agencies in Chicago, Minneapolis, 
Toledo, Cleveland and Cincinnati. 

Charles Heath, insurance superinten¢- 
ent of Manitoba, veteran in official life, 
who was elected president of the Asso- 
ciation of Superintendents of Insurance 
of the Provinces of Canada, is a general 
favorite with the fraternity. R. Leighton 
Foster of Ontario was reelected secre- 
tary and treasurer. No decision was 
made as to the place for the 1933 meet- 
ing. B. A. Dugal of Quebec was the 
retiring president. 


The 30th anniversary of C. W. Atchi- 
son, superintendent of the Prudential at 
Rockford, was celebrated Saturday 
night. In attendance from the home 
office were G. W. Munsick, vice-prest 
dent in charge of agencies; J. P. Mackin, 
second vice-president; . H. Harris, 
assistant secretary, and W. M. Hopper, 
division manager. Mr. Atchison served 
the Prudential in Chicago for many 
years and went to Rockford district a 
year ago. 

E. S. Finley, Missouri manager of the 
North American Life of Chicago, Mrs. 
Finley and their small daughter were 
severely cut and bruised in an automo 
bile accident on a Missouri highway 
when they ran into a large truck which 
stopped suddenly. Mr. Finley’s car was 
demolished. 

Harry W. Stanley, general agent for 
the Equitable of Iowa at Wichita, Kan. 
was a guest of honor at the 2ist anni 
versary celebration of the Wichita Re 
tary Club. Mr. Stanley was instru- 
mental in the founding of the Wichita 
club, served as its first president a 
later as an international vice-president. 


Hollyway, a pacer or belonging t o J.B. 
Reynolds, president of the Kansas City 
Life, set a world’s record for three suc- 
cessive mile heats over a %4-mile trac 
at Fremont, O. On his desk in the 
Kansas City Life offices Mr. Reynolds 
has a bronze of Kinney Direct, holder of 
the world’s pacing record of one minute 
and 59 seconds on a mile track. Now 
the bronze is to have a partner. 
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LIFE AGENCY CHANGES 
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New Pan-American Managers 





Changes Are Made at Louisville, Okla- 
homa City, Austin, Tex., and 
Columbus, Ga. 





Appointment of seven new" district 
managers by the Pan-American Life in 
its 1932 agency development program is 
announced by Ted M. Simmons, man- 
ager of United States agencies. 

In Texas H. S. Reeder has been ap- 

inted manager in the Paris district, 
while in Burkburnett Marshalli W. 
McNatt has been named manager for 
Wichita and several surrounding coun- 
ties. Leslie A. Ginn, formerly Rio 
Grande valley manager, has been as- 
signed the Austin territory. 

J. W. Secrest has been named Okla- 
homa City manager and John G. Scott, 
Louisville manager. 

J. S. Taylor, formerly senior member 
of the J. S. Taylor & Son agency, Co- 
lumbus, Ga., has taken charge of the 
Jacksonville, Fla., agency of the Pan- 
American, while T. Averett Taylor will 
remain at Columbus in charge of that 
office. 

Franklin Life Appomtments 

O. R. Campbell has been appointed 
general agent of the Franklin Life at 
Sherman, Tex., to take the place of W. 
J. McGee, who was recently made super- 
visor. 

H. T. Hinsch has been appointed gen- 
eral agent at Dallas, Tex. 

H. E. Fritschle has been appointed 
Detroit manager with his office in the 
Book Tower building. 








F. W. Meyer, Jr. 


Fred W. Meyer, Jr., has been ap- 
pointed general agent in St. Louis for 
the Midland Life of Kansas City. He 
has been general agent there for the 
Minnesota Mutual. 





W. L. Matheney 


W. L. Matheney, who has been con- 
nected with the Clyde O. Law general 
agency for the Northwestern Mutual 
Life in West Virginia, has joined the 
New England Mutual at Charleston, W. 
Va., as district agent for Kanawha 
county. Mr. Matheney started with the 
Northwestern Mutual in 1919. He at- 
tended the school of life insurance at 
Carnegie Tech. He has a record for 
continuous weekly production from Jan. 
1, 1920, to July 31, 1932. 


Detroit Life Change 


The Detroit Life has merged the De- 
troit city agency with the Pollak-Flat- 
tery Agency, formed a few weeks ago 
by J. E. Pollak and Robert Filattery, 
two of the ace producers of the former 
Morris Fishman agency of the company. 
A. P. Johnson, who recently became 
metropolitan manager for the Great- 

est Life, was formerly manager of 
the Detroit city agency. 





J. C. Arthur 


J. C. Arthur has been appointed gen- 
eral agent for.the Great Republic Life 
at San Antonio, Tex. He formerly rep- 
resented another company at San An- 
tonio and has had considerable life in- 
surance experience. 





L. A. Boli, Jr., L. G. Boli 


The American Life of Denver has 
established a district office in the David- 
son building, Kansas City, Mo. . 
Boli, Jr., formerly vice-president and 
general manager of the National Sav- 
ings Life, and L. G. Boli, who was sec- 
retary-treasurer of that company, have 
= made agency managers to develop 

e Missouri and Kansas territory. 





Appointments Are Announced 


American National of Galveston Secures 
Some Experienced Managers at 
Important Points 








Vice-president E. L. Roberts in charge 
of ordinary agencies of the American 
National of Galveston announces the 
following appointments in the ordinary 
department: 

George A. Martin, Jr., manager for 
Oklahoma with headquarters in Okla- 
homa City. He is widely known 
throughout the state, both in banking 
and insurance circles. 

Lon W. Long, general agent at Jack- 
sonville, Fla. He was formerly con- 
nected with the American National at 

tlanta. 


Guy W. Thaxton, general agent at 
Atlanta. After an absence of a- good 
many years from the insurance busi- 
ness, in which he has been in turn a 
professor of electrical engineering at 
Georgia Tech, general manager of the 
Mississippi Utility Company and banker, 
Mr. Thaxton returns to insurance. 

J. A. Helms, general agent at Little 
Rock, Ark. Mr. Helms is a veteran 
in the insurance business and comes 
from the Franklin Life at Greenwood, 
Miss. 





E. F. Berger 


E. F. Berger, former assistant office 
manaver, has been appointed supervisor 
of the Johnston & Clark general agency 
of the Mutual Benefit Life in Detroit. 
Mr. Berger will share with T.. W. Root, 
who has been a supervisor for some 
time, the duties formerly assigned to 
T. F. O'Keefe, sales manager, who re- 
cently became general agent for the 
Connecticut General in Detroit. Mr. 
Root has been with the agency since 
1903. 





George P. Roberts 


George P. Roberts, who recently with- 
drew from the Goldsbury & Roberts 
general agency of the Northwestern 
Mutual Life at Pittsburgh, has signed a 
special agent’s contract with the Golds- 
bury general agency and will devote his 
entire time to personal production. The 
Pittsburgh general agency is being con- 
tinued by Royal S. Goldsbury. 


A. B. Franklin 


The United Mutual Life of Indian- 
apolis has opened an agency in the Con- 
gress building, Miami, Fla., with A. B. 
Franklin as general agent. He was for- 
merly manager for the New England 
Mutual Life at Springfield, Mass. 


R. L. Sherwood 


Richard L. Sherwood, formerly of 
San Francisco, has been named man- 
ager of the Phoenix Mutual in Portland, 
Ore. G. L. Dryer, who headed the 
agency for five years, will devote his 
time to personal production and will be 
associate manager. 











Dr. C. H. Brough 


Dr. C. H. Brough, fomer gowernor of 
Arkansas, has joined the sales staff of 
the Mutual Life at Little Rock, and 
special arrangements may be made to 
permit him to represent the company in 
several states. While professor of eco- 
nomics and sociology at the University 
of Arkansas, Dr. Brough offered the 
first insurance courses taught in Ar- 
kansas. 


Ben Wood 


The Northwestern National Life has 
opened a general agency in Boise, Ida., 
to cover southern Idaho and eastern Ore- 
gon. Ben Wood, who has been division 
manager for the Occidental Life of Los 




















TIME TELLS 
AN INTERESTING STORY 


‘THE first policy issued by the 

Missouri State Life Insurance 
Company was written in December, 
1892. The Company was legally 
born a month earlier, or on No- 
vember 23, 1892. At the close of 
its first year it had 603 policies in 
force totaling $902,000 of insurance. 


Twenty years later, or at the close of 
1912, the Company had Capital and 
Surplus for protection of policy- 
holders amounting to $1,691,399, 
Admitted Assets of $8,001,457, and 
Life Insurance in Force, $71,411,018. 


Today, as it rounds out its fortieth 
year of service, the Company has 
Capital and Surplus for protection 
of policyholders, $7,564,953, Ad- 
mitted Assets, $154,944,349, and its 
volume of life insurance in force is 
well over the Billion Dollar mark. 


The Missouri State Life is proud 
of its Forty Years of unfailing 


service. 


A Good Company to Represent 


MISSOURI STATE LIFE INSURANCE 


COMPANY 


St. Louis, Missouri 
WwW 


Paid to policyholders and 
beneficiaries in 1931 . . $24,442,491.89 


Paid since organization, $162,550,485.84 


THE NATIONAL UNDERWRITER 


September 23, 1923 














“Independence” 


Wm. A. Law, President of this Company, made 
this comment in an address entitled ‘‘Independ- 
ence,’’ delivered at our recent annual convention 
at White Sulphur Springs: 


- ‘If our people during this difficult period learn 
and practice thoroughly the lessons of personal 
and official economy; if they realize a finer and 
truer sense of the relative values which life offers 
today,— self-reliance and resourceful self-help,— 
the enormous cost of this tragic era will not have 
been spent in vain. It is not too great a price to 
pay for the re-birth of personal independence. 


‘‘An insurance contract can be made an instru- 
ment of inestimable value to the man who has 
determined to be independent. He can guard 
against unforseen emergencies and complete pre- 
pared plans with the protection of our contracts. 
Education for children (the best guaranty of their 
independence), income for widows and orphans, 
funds to pay debts and regain independence, cash 
to meet the demands of accident or illness,—all 
these are within the scope of our daily assur- 
ances.’’ 


THE PENN MUTUAL LIFE INSURANCE COMPANY 
WM. A. LAW, President 
Independence Square PHILADELPHIA 























The Road Ahead 


The success ahead of a life insurance 
salesman depends upon five definite 
things— 

1. Himself 
2. His field 
3. His policy contracts 
4. His contract 
5. His company 


All of these are equally important. If all are 
good, success can be predetermined. 


To the man who possesses the right quali- 
fications, we will supply the other requisites of 
the right field, the right policies, the right con- 
tract, with the right Company. 


@For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 
Greensboro, North Carolina 





Angeles at Portland, Ore., has been ap- 
pointed general agent. 

Mr. Wood started in the business in 
the home office of the Idaho Life 20 
years ago. He became secretary and 
then agency director. When the Idaho 
Life was consolidated with the Occi- 
dental Life, Mr. Wood entered the field 
as branch manager for several states 
with headquarters at Boise. He was 
later transferred to Portland. Last 
year his division produced more than 
$7,000,000 of new business. 


J. D. Carroll 


The Missouri State has appointed J. 
D. Carroll cashier of its Cincinnati of- 
fice to succeed C. W. Toon, resigned 
Mr. Carroll is in charge pending ap- 
pointment of a manager which is ex- 
pected shortly. Mr. Carroll went to 
Cincinnati from the San Antonio office 
where he was assistant manager. Prior 
to that he was connected with the Fi- 
delity Union Life in Waco, Texas. 


H. F. Haycock, C. O. Weathers 


H: F. Haycock and C. O. Weathers 
have been appointed managers of the 
San Antonio district by the Texas Pru- 
dential. They have had several years’ 
experience in life insurance and have 
good records as producers. Offices 
have been opened in the Gibbs building 
at San Antonio. 


Louis N. Rocca 


Louis N. Rocca, Fort Wayne, Ind., 
district manager, has been promoted by 
the Mutual Life of New York to agency 
organizer and educational director of 
the northern Indiana district with head- 
quarters in the Sherland building at 
South Bend, Ind. Mr. Rocca is a for- 
mer Episcopal minister and has served 
with the Lincoln National Life and the 
Penn Mutual Life. 


J. L. Brazell, J. M. Kile 


J. L. Brazell, formerly of Amarillo, 
Tex., has been appointed manager at 
Wichita, Kan., for the American Na- 
tional of Galveston, succeeding J. M. 
Kile, who has been transferred to Kan- 
sas City, Kan. 





Life Agency Notes 











0. J. Ofdenkamp has been appointed 
superintendent of the Kansas City, Kan., 
office of the Prudential. He has been an 
inspector since May 31, 1926. 

E. F. Jones of Greensburg, Ind., has 
been named general agent for the Sun 
Life. He has served the Metropolitan 
Life at Shelbyville, Connersville and Cin- 
cinnati as agency supervisor. 

0. Lenneweaver, Detroit, has been 
placed in charge of the Wyandotte dis- 
trict of the Western & Southern Life, 
succeeding R. D. Earley, who has been 
transferred to Detroit. 

F. L. Klingbeil, manager Prudential 
ordinary agency in Detroit, has ap- 
pointed L. C. Humes, former insurance 
broker in Vassar, Mich., supervisor of 
the agency, succeeding Bryson Lough- 
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Union Central Names New | 
San Francisco Manage 
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GEORGE A. WEBSTER 


George A. Webster has been a 
pointed general agent for the Union 
Central Lic at San Francisco, succeed. 
ing R. L. Stephenson, who will act in 
an advisory capacity, devoting his at- 
tention to his personal clientele. Mr 
Webster is a native San Franciscan 
He was formerly a large produce mer- 
chant and later vice-president of the 
Liberty Bank of San Francisco, asso- 
ciated with A. P. Giannini. 

Clifford D. k:rd, formerly agency sec- 
retary and district supervisor of the 
Union Central, becomes assistant man- 
ager of the San Francisco agency. 

Mr. Erd joined the Union Central in 
1912 in the home office. He later was 
made traveling auditor and filled that 
position for 16 years. In 1929 he wa 
appointed a district supervisor for the 
central district and was appointed 
agency secretary in 1930. 

Ray J. Ferguson, formerly traveling 
auditor for the Union Central, has been 
named agency secretary to fill the va 
cancy left by Mr. Erd’s advancement 
He has been connected with the Union 
Central for 25 years. He joined the 
financial department of the Union Cen- 
tral in 1905. After the war he was 
made traveling auditor. 

There is to be no change in the Los 
Angeles representation of the company, 
according to Mr. Erd, who states that 
Mark S. Trueblood will remain as man- 
ager at Los Angeles. 











ridge, president of the Detroit Life In- 
surance Supervisors Association, wh? 
resigned some time ago. 

B. F. Saylor, Detroit, affiliated with the 
Guardian National Bank of Commerce 
for 15 years, has resigned to become 
vice-president of the Mapes Agency, !n 
1122 Book building. Darl D. Mapes, se"- 
eral agent Columbian National Life. '§ 
president. 
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Is Licensed in Four States 


Kentucky Home Life Now Operating 
in Kentucky, Ohio, Nebraska and 
Indiana 


LOUISVILLE, Sept. 22.—The new 
Kentucky Home Life, which recently 
took over the business of the Inter- 
Southern Life, is now licensed in Ken- 
tucky, Ohio, Indiana and Nebraska, and 
has pending an application for license 
in Tennessee, which has met with op- 
position from the insurance department 
of that state. 

Last week at Indianapolis the ancil- 





lary receivership of the Inter-Southern 
was dismissed and license issued, in 3 
harmonious session, attended by_ 
Miller, vice-president Fidelity & Colum 
bia Trust Co., Louisville, and A. 8 
Chandler, co-receivers in Kentucky, and 
Ben S. Wadher, attorney for the com 
pany. 

The company has named J. C. James 
as general agent at Omaha. Ellsworth 
Regenstein, Jr., son of _Ellswort 
Regenstein, Sr., agency director # 
Louisville for the company and ‘0 
many years its general agent at Cincil 
nati, has been made general agent there 
and J. L. Lunsford at Xenia, O. | 

All are former general agents of the 
Inter-Southern, as well as six that hav¢ 
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been named‘in Kentucky. A number of 
others in hic, Indiana, Kentucky and 
Nebraska are ta be named shortly. 
Under the contract between the Ken- 
tucky Home Life and the state courts 
regarding taking over the Inter-South- 
ern, there was no contract agreement 
to take over the Inter-Southern’s gen- 
eral agents or agency force, but it is 
the plan of the Kentucky Home Life, 
according to Burton Van Dyke, actuary, 
to contract with the old Inter-Southern 
forces wherever - possible. 


American Medical Life Is 
Extending Into California 


The American Medical Life of Spo- 
kane has arranged to extend its business 
immediately to California, thereby 
ereatly increasing its field. Trustees 
have increased cash paid-up capital from 
$167,000 to $200,000, and cash con- 
tributed surplus from $83,500 to $100,- 
000. 

In 1931 the company ranked 11th 
among 81 legal.reserve life companies 
cperating in Washington as to volume 
of new ordinary business; July 31, 1932, 
assets had been increased to approxi- 
mately $488,000, and reserve, capital and 
surplus to approximately $446,000. 

Form California Agency Company 


An agency company has been formed 
there with principal offices in Los An- 
geles and San Francisco. F. N. Barrigar, 
formerly of Spokane, now manages the 
business for southern California with 
headquarters at Los Angeles. A. H 
Bowles, also formerly of Spokane, repre- 
sents the company in northern Cali- 
fornia with headquarters in San Fran- 
cisco. 


R. F. Thibaudeau, formerly deputy 
Montana insurance commissioner, has 
been appointed supervisor with head- 


quarters at Helena. C. E. Beyers has been 
made manager of production for the por- 
tion of Washington lying west of the 








Cascade mountains, with offices in 


Seattle. 
Open Head Office Building 

TORONTO, Sept. 22.—The new head 
office building of the North American 
Life Assurance, which is one unit in a 
building plan designed to meet further 
growth, was formally opened. The cost 
of the present seven-story structure was 
$750,000. By the end of September, all 
departments will be installed. Premier 
G. S. Henry of Ontario, President Brad- 
shaw and about 500 directors, officers, 
employes and friends were present at 
the opening. The new building is at 
112 King street West, Toronto, on the 
site of the company’s former building. 


Large Increase in August 


The Occidental Life of Los Angeles re- 
ports its volume of new insurance in 
August was more than 36 percent ahead 
of the same month of 1931, with the re- 
sult that the company closed the first 
eight months of this year only 1.2 per- 
cent behind its production for the same 
period of 1931. V. H. Jenkins, vice- 
president in charge of production, points 
out that the slight decrease shown by 
the Occidental contrasts favorably with 
country-wide experience of companies 
as a whole. 


Sun Life Omits Dividend 
Directors of the Sun Life of Canada 
decided to defer action on the quarterly 
dividend to stockholders. The last dec- 
laration, made on June 16, was $3.75, or 


at the rate of 15 percent a year. The 
company’s official statement said the 
dividend has been deferred until busi- 


ness recovery is more fully established 
and further stated that “while the share- 
holders have at their credit in share- 
holders’ account a substantial amount 
accrued from the profits of previous 
years, the directors considered it advis- 
able to pursue a conservative course. 
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Policyholders’ dividends are unaffected 
by this action. 


Forming Washington Life 
PORTLAND, ORE., Sept. 22.—The 
Washington Life has filed incorporation 
papers. The incorporators are G. L. 
Stickney, W. R. Lee, John Dower, J. 
M. Ashton. Capital stock authorized is 
set at $100,000. 


Kansas City Life Shows Gains 


Production for the Kansas City Life 
in July and August exceeded that for 
the same months in 1931 by $1,652,065. 
Net issued business for August exceeded 
that for August, 1931, by $1,234,200. For 
the first eight months of 1932, 26 Kansas 
City Life agencies, including all the 
larger agencies, exceeded their produc- 
tion for the same period of 1931, 


Record Month Established 


The Scranton Life reports that Au- 
gust was the largest month in its his- 
tory in point of volume of business pro- 
duced, being $1,447,395. Production this 
year to Sept. 1 is 6% percent ahead of 
the 1931 results to the same date. The 
silver anniversary campaign conducted 
in August in honor of President Stevens, 
was successful. 

Organizing All-Coast Life 

The All-Coast Life is being organized 
at Stockton, Cal., the interests behind 
it being mainly Stockton business men 


of high standing and considerable in- 
fluence. 


No Successor Yet to Van Dyke 


Selection of a successor to W. D. Van 
Dyke as president of the Northwestern 
Mutual Life will probably not be made 
before the next quarterly meeting of the 
trustees in October. The special com- 
mittee of seven appointed at the July 
meeting of the board to nominate a 





_ 
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president met in Milwaukee but no 
unanimous report was submited to the 
executive committee. As a result the 
matter will be referred to the October 
meeting of trustees. 
Sail on Bermuda Trip 
Brooklyn National Life agents will 
sail for Bermuda Sept. 24 on a conven- 
tion trip, to return the 30th. A two day 
stopover will be made on the island. 
Sessions will be held aboard ship and 
at the hotel. One of the main topics is 
the new retirement income policy 


Fremont Mutual Goes to Columbus 


The Fremont Mutual Life has an 
nounced the removal of its offices from 
Cleveland to Columbus, where it will 
have headquarters at 30 Broad St. 





New South Dakota Company 


Articles of incorporation have been 
filed for the Southern Assessment Life 
of Sioux Falls, S. D. Incorporators are 
Carl Daklund, Sioux Falls; S. C. Wel- 
don, Rapid City, S. D.; H. E. Rollins, 
Sioux City, la 


Opens Planning Department 


The London Life, London, Ont., has 
opened a planning department under di- 
rection of D. M. Stevenson as depart- 
ment secretary, with a view to improv- 
ing efficiency of all sections of the office 
work by systematic study of operations, 
equipment and layout. 


Life Company Notes 


The Yeomen Meutual Life of Des Moines 
has been licensed in Wisconsin. 

License of the Banner Life & Accident 
of St. Louis, an assessment association 
has been canceled by the Missouri de- 
partment. 

The Missouri 
agents of the 


department has advised 
state that the National 
Ald Sectety, with home office in Indian- 
apolis and executive offices in Spring- 
field, IIL, is not licensed in Missouri. The 
society is said to be issuing insurance 
contracts in that state, 
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NATIONAL 
LIFE AND 





ACCIDENT 


INSURANCE 
COMPANY 


INCORPORATED 


SHIELDS 


Trade Mark Reg. U. S. Pat. Off. 


The NATIONAL LIFE and ACCIDENT INSURANCE CO., Inc. 


‘.--excellent financial 
condition--- 


"Let me congratulate you upon the excellent financial condi- 
tion of the affairs of your company and the manner in which 
you have discharged your trust as an insurance company.” 


from report made after recent examination of the National 
Life & Accident by insurance departments of the States of 


Tennessee, Ohio, Texas and Virginia. 


Assets (Dec. 31, 1931)...:. 
Life Insurance in force... .. 
Claims paid since organization. . . 


$1.46 in assets back every $1 of legal lia- 
bility. Proven strength is only one of many 
reasons why it pays to be a Shield Man. 


Nashville, Tennessee 


Ml 


.$ 32,183,579.97 
321 ,542,806.00 
84,293,715.46 
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The Foundation of Our Service 
To Local Agents 
Is a Line of Policies 


written to meet the demands of those who will buy 
life insurance today and tomorrow. 


If you are interested in a permanent connection in 
Ohio or New York, it will pay you to investigate. 


JOHN M, HULL, FRANK F. EHLEN, 
President Director of Agencies 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 8 
452 Delaware Avenue Buffalo, N. Y 








KNOWLEDGE IS POWER 


O think North American field 

men, who are enthusiastic about 
our practical special Field Service 
Course. The enrollment is the largest 
ever. The results of this training is 
shown in a 20% increase in 1932 
business over last year. Just another 
reason why you should investigate 


the North American connection. 





Paul McNamara 


John H. McNamara Vice-President 
Founder 


























AMONG COMPANY MEN 





Rivers on Home Office Staff 


Oklahoma City Manager for Union 
Central Made Mid-West District 
Supervisor 


J. W. Rivers, manager at Oklahoma 
City for the Union Central Life, has 
been appointed to the home office posi- 
tion of district supervisor for the mid- 
west territory. 

Mr. Rivers entered the insurance 
business in 1912 in Arkansas. For six 
years he was a personal producer for 
the Central Life of Iowa, later becom- 
ing field superintendent of the company, 
then moving to Des Moines. In 1929 
he returned to field work with the Penn 
Mutual in Arkansas, serving as super- 
visor for the agency and building organ- 
ization in that state. 


Production Greatly Increased 


Mr. Rivers was appointed manager 
of the Oklahoma City agency for the 
Union Central a year ago. At the close 
of the first six months of 1932 that 
agency was more than 100 percent ahead 
as compared with the same period for 
1931 and is producing at the rate of 
about $2,000,000 a year. 


Exline Union National Secretary 


Fred L. Exline has been elected sec- 
retary of the Union National Life of 
Charleston, W. Va., to succeed R. S. 
Richardson, who resigned to join H. L. 
Terrie in the brokerage firm of Harris, 


Upham & Co. Mayor R. P. DeVan, of |. 


Charleston, who is a prominent fire and 
casualty agent there, was elected chair- 
man of the board and made a member 
of the executive committee. 


Seaboard Life Changes 


The Seaboard Life of Houston an- 
nounce that Jack Neil, agency director, 
has resigned that position to become as- 
sociated with Col. Ike Ashburn as dis- 
trict manager for the company in the 
Houston territory. Milton R. Under- 
wood, formerly sales promotion manager 
for the company, has been appointed 
acting agency director. Mr. Underwood 
has largely devoted his time to the train- 
ing and education of new agents and 
has made a good record. 





Wilde, Dr. Robinson Advance 


Connecticut G al Pr tes Sec 
to Be Vice-President and Name; 
Successor to Dr. Sykes 





F. B. Wilde has been advanced froy 
secretary to vice-president of the Cop. 
necticut General Life. At the same time 
Dr. A. J. Robinson, who has been as. 
sistant medical director, was promoted 
to medical director, succeeding Dr. L. ¢. 
Sykes, who recently joined the Life Fy. 
tension Institute. 


Started Eighteen Years Ago 


Mr. Wilde joined the Connecticy 
General Life in 1914. Following the 
war he was made a traveling auditor 
and in 1924 was made manager of the 
claim department. The following year 
he was elected secretary of the acci- 
dent department and in 1927 was made 
secretary of the company. In February 
of this year he was placed in charge of 
the agency department. He has been 
active in the Bureau of Personal Acci- 
dent & Health Underwriters. 

Dr. Robinson has been assistant med- 
ical director of the company since 1925 
He is a native of Canada and was edu- 
cated at the University of Toronto. 


W. M. McCallum in New Post 


The American Union Life of Tulsa, 
which was organized in 1929, has estab- 
lished new home office headquarters at 
3004 East Admiral boulevard. 

At the same time W. M. McCallum 
has been made executive vice-president 
Mr. McCallum was formerly with the 
agency department of the Bankers Na- 
tional Life of Jersey City and later was 
manager for that company at Kansas 
City, Mo. He was also connected with 
the National Fidelity Life of Kansas 
City at one time. 

A. E. Reid has been promoted to sales 
manager of the American Union Life. 


Harris Agency Director 
SPOKANE, WASH., Sept. 22.—A. 
R. Harris, formerly vice-president of the 
Home Life of Little Rock, has been 
made agency director of the American 
Medical Life. 








IN THE SOUTH AND SOUTHWEST 





Seek Bankruptcy Law Change 


Exemption of Insurance Estates Handled 
by Trustees Provided in 
Alabama Measure 


MONTGOMERY, ALA., Sept. 22.— 
A bill has been introduced in the Ala- 
bama legislature amending the present 
statute pertaining to the insurance es- 
tate of a bankrupt person. The law now 
in force provides that the amount of 
insurance on which $1,000 will pay the 
annual premium is exempt from claims 
of creditors provided the family is the 
beneficiary. However, a recent federal 
court decision refused to grant this ex- 
emption in case the insurance is made 
payable through a trust agreement with 
some bank or trust company, and per- 
mitted a levy on the cash value of the 
policies. 


Clear Up Old Law 


The bill which has been approved by 
committee would also exempt insurance 
estates handled by a trustee and also 
clear up other provisions of the old law. 
It would also provide that money ob- 
tained by the insured through embezzle- 
ments or fraud two years prior to his 
bankruptcy or death’ would constitute 





a claim against the policy, collectable by 
the creditors. 


Tax Injunction Granted 
OKLAHOMA CITY, Sept. 22.—The 


district court here has granted an I- 
junction against the state tax commis 
sion, which sought to compel the Mid- 
Continent Life and Atlas Life to report 
on all sources of income. The compa- 
nies resisted the order on the grounds 
that under the state law they were ex 
empt on sources of income except pre- 
mium income. The case likely will & 
to the supreme court. 


Concerned Over Budget Bill 


MONTGOMERY, ALA., Sept. 22— 
Deep concern is felt in the Alabama 
insurance department over the Goode 
budget bill introduced in the house last 
week, which would fix total salaries 
and expenses of the department # 
$10,500 annually. Last year the depart 
ment operated on an expense of $24,800. 
which was less than in several years. . 

Under the Goode bill, the salary °! 
the superintendent of insurance would 
remain at $4,000 annually, the same 4§ 
now, leaving only $6,500 for other sal 
aries and expenses. It would be 1m 
possible to operate on this, it is claimed. 
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4 deputy superintendent, a chief clerk, 
a compensation clerk, two _ stenog- 


raphers, examinations, and office sup- 
plies would have to be paid out of 
$6,500. 


There is a possibility that a certain 
clause of the bill may exempt the in- 
surance department. This clause ex- 
cludes departments operating from their 
own special funds. 


Arkansas Report Issued 


Insurance taxes and fees collected by 
the Arkansas department amounted to 
$696,839 last year compared with $720,- 
500 in 1930, according to report of Com- 
missioner DuLaney. There were 421 
companies of a‘l classes operating in 
Arkansas at the end of 1931 as compared 
with 465 at the end of 1930. 


Mell Is July Leader 


R. E. Mell, manager of the life de- 
partment of Spratlin, Harrington & 
Thomas of Atlanta has received highest 
honors among the leading producers of 
the Missouri State Life for July. He 
joined the company’s forces in 1928 and 
has ranked among the big producers 
since. He qualified for the $100,000 club 
in 1930, 1931 and 1932, and has been 
listed among the first ten in paid for 
volume five times in the first seven 
months this year. 


Chapman Has Long Record 

B. I. Chapman, Richmond general 
agent for the Maryland Life, some 20 
years, has achieved ten years’ continuous 
weekly production, in addition to super- 
vising work of his agency, which in- 











cludes practically the entire state. His 
“apps” average $3,000 to $4,000, and he 
estimates at least 90 percent have been 
approved. His first connection was with 
the Life of Virginia. 


Burial Bill Passes House 


MONTGOMERY, ALA., Sept. 22.— 
A bill bitterly fought by Commissioner 
Greer liberalizing the restrictions on 
burial associations, has passed the lower 
house of the legislature and is now up 
to the senate. The measure cuts down 
burial associations’ capital stock from 
$50,000 to $25,000; authorizes them to 
eliminate capital stock from their lia- 
bilities and provides that rolling stock, 
caskets and other equipment may be 
listed as capital stock. Should the meas- 
ure pass the senate it is understood the 
governor will veto it. 

Bintliff in Larger Quarters 

The Dallas office of the Missouri 
State Life has been moved to larger 
quarters at 1720 Republic Bank build- 
ing. David C. Bintliff, manager, who 
was recently transferred to Dallas from 
Portland, Ore., is in the midst of an 
extensive agency building campaign. 
This week a school was held in the 


Dallas territory and John Moriarty, 
vice-president of the company, was 
present. 





Dallas Branch Opened 


The Texas board of insurance com- 
missioners has opened a branch office 
in Dallas and plans shortly to open 
others at Houston, San Antonio and 
Fort Worth. 








AS SEEN FROM CHICAGO 





INVESTIGATION FAILS 


All attempts to trace the mysterious 
Charles Wilson who has been broadcast- 
ing comment on insurance over radio 
station WCFL Chicago, and offering 
information in return for inquiries from 
interested listeners, have proved futile. 
Insurance men interested in learning 
Mr. Wilson’s background were told by 
E. N. Nockels, general manager of the 
station and secretary of the Chicago 
Federation of Labor, that Wilson was 
a Washington, D. C., insurance man 
and spent most of his time there. In- 
quiry to the insurance department in 
Washington and a thorough investiga- 
tion carried on through veteran insur- 
ance men failed to disclose that Mr. 
Wilson ever has been licensed there as 
a broker or solicitor, or has ever been 
seen in Washington insurance circles. 
Efforts to get in touch with Mr. Wilson 
through the radio station have proved 
futile. All have been met by a letter 
irom Mr. Nockels stating the inquiry 
was being forwarded to Mr. Wilson; 
that a pamphlet containing information 
on insurance was being prepared and as 
soon as completed it would be sent. 
This has been the uniform reply to all 
inquiries since early in July and so far 
as is known no pamphlets have been 
received in the field. Wilson, if in fact 
there is a Charles Wilson and it is not 
a pseudonym, has remained behind the 
scenes, not ever doing his own talking 
over the station, as the addresses are 
given by an announcer. 

* * * 
AGENCY ISSUES NEWSPAPER 


An ambitious monthly publication in 
newspaper form entitled “Redfield-Mc- 
Gurk News” has been brought out by 
Redfield & McGurk, managers Mutual 
Benefit Health & Accident and United 
Benefit Life in Chicago. Vol. 1, No. 1, 
with a circulation of 15,000 copies, was 
mailed to brokers and agents in Chicago 
and Cook county. The lead story tells 
of the turning of life insurance men to 
accident and health production to bol- 
ed their incomes and provide disability 
enefits for their clients since life com- 
Panies restricted the clause. A depart- 





ment is devoted ta questions and an- 
swers on policy forms. C. T. Redfield 
is editor-in-chief. This is believed to be 
the first agency to issue a publication in 
true newspaper style. Redfield & Mc- 
Gurk celebrated its first anniversary 
Sept. 15 at a dinner in the Medinah 
club, many brokers attending. Accident 
and health production has been doubled 
in the year and a 500 percent increase 
in life sales recorded. 
* * * 


GETTING RESULTS OUT OF WORK 


Chicago general agents are trying to 
devise plans whereby they can get their 
agents working on prospects of a nature 
that given a certain number, an agent 
is reasonably sure of securing an appli- 
cation. The difficulty now confronting 
a salesman is his doubt as to whether 
he can accomplish anything by system- 
atic work under adverse business condi- 
tions. In days gone by an agent was 
very sure to get a fair sized application 
if he made ten interviews. Most general 
agents feel that an agent with a properly 
selected prospect list is pretty sure to 
get an application with 15 interviews at 
present provided these interviews last 
sufficiently long to bring the life insur- 
ance subject forcibly before the mind of 
the prospect. Some companies are as- 
sisting their agents with preparatory 
letters and other stimulating literature. 
If an agent were sure of one application 
in 15 different interviews, he would very 
likely work with zeal and persistence. 
The problem of the supervisor is to 
make the 15 interviews produce or in 
fact any reasonable number out of which 
some tangible result will accrue. 

eos 2 


ACCIDENT-HEALTH FIELD DAY 


The Accident & Health Insurance 
Club of Chicago will hold its first fall 
field day Sept. 28 at the Euclid Hills 
Country Club. The life insurance men 
of the city will be invited to participate 
and it is hoped to secure a large attend- 
ance from that group. There will be 
a golf tournament during the day and 
a dinner in the evening, for both golfers 
and non-golférs. As that will be the 
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ATLANTIC ADVANTAGES 


Atlantic Life, 
because of the many advantages afforded to its field 
representatives, is truly an ‘“‘excellent’’ company with 
which to be associated. 

Those interested in learning more fully about the 
opportunities offered through a career with Atlantic 
Life are cordially invited to write for a copy of our 
new booklet ‘‘Atlantic Advantages’’. 


ATLANTIC LIFE 
INSURANCE COMPANY 


Richmond, Virginia 
Angus O. Swink 
President 


Honestly, It’s the Best Policy 








YOU CHOOSE 


Vested Renewals 
Financial Stability 
Excellent Territory 
Equitable Compensation 
Liberal, Modern Policies 
Constructive Sales Helps 
Personal Home Office Help 
A Company that is forging ahead 
Sympathetic understanding of Agents’ 
problems 
Accident and Health as well as all forms 
of Life 


No matter what you want in a life insurance company you 
will find your desire answered in an agency connection with the 


Union National Life 
INSURANCE COMPANY 


Union Bldg. 
CHARLESTON, W. VA. 
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day of the first game of the world series 
in New York, two radios wiil be pro- 
vided, so it will be possible to play a 
round of golf in the morning, listen in 
on the world series in the afternoon and 
probably have time for another round 
of golf before dinner. F. W. McIntosh, 
Chicago manager of the Monarch Life, 
will be toastmaster at the dinner. There 
will be probably a dozen prizes for the 
golfers, which will be presented at the 
dinner. R. M. Ayers of the Hooper- 
Holmes Bureau is in general charge of 
the arrangements for the outing. 
: * * * 
FIEBLD DAY AGAIN POSTPONED 


The Chicago Life Underwriters Asso- 
ciation’s field day has again been post- 
poned, this time to Sept. 27 at the Tam 
O’Shanter Golf Club. Many members 
reported that they would be unable to 
attend if the field day were held Sept. 
20 because of conflicting company con- 
ventions. 
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ATTITUDE ON PREMIUM NOTES 


Chicago general agents find that the 
banks are getting more unyielding on 
the handling of premium notes. Chi- 
cago banks have never looked on pre- 
miums notes with great pleasure al- 
though they have extended the courtesy 
to general agents to have notes dis- 
counted. They claim that it is often dif- 
ficult to get these notes paid and some 
go by default. Now the banks are 
clamping down harder than ever because 
they find that a larger percentage of 
these notes are difficult to collect. 

* * * 


LOTHGREN HEADS C. L. U. 


Eugene T. Lothgren, supervisor of the 
Hobart & Oates general agency of the 
Northwestern Mutual in Chicago, was 
elected president of the* Chicago chap- 
ter of C. L. U. at the first fall meeting. 
W. N. Hiller, Stumes & Loeb agency 
Penn Mutual, was named vice-president 
and F. J. Budinger, manager Franklin 
Life, secretary-treasurer. Committee 
chairmen for the new year are: Educa- 
tion, G. S. Brown, Patterson agency 
Penn Mutual; program, A. é 
Schweitzer, W. A. Alexander & Co.; 
membership, R. H. Hamilton, Stumes & 
Loeb; publicity, A. J. Johannsen, North- 
western Mutual, and luncheon, ‘Mr. Bud- 
inger. 

* * * 
WILSON NAMED ASSISTANT 


Floyd Wilson, an agent for some time 
in the Evarts Wrenn general agency of 
‘the State Mutual in Chicago, has been 
appointed assistant by Mr. Wrenn, tak- 
ing the place left vacant by the resigna- 
tion of Walter Boireau, who is taking 
a general agency with another company. 
Mr. Wilson has had seven years’ life 
insurance experience in many capacities. 
He came here from Colorado. 

*x* * * 
SUPERVISORS’ GROUP MEETS 


E. B. Thurman, general agent for the 
New England Mutual in Chicago, ad- 
dressed the Life Agency Supervisors 
Association of Chicago at a luncheon in 
the Hamilton Club Thursday, his sub- 
ject vcing inspirational. Last year the 
supervisors held their luncheons in a 
hotel where accommodations were 
crowded. The change was made to af- 
ford more room, Samuel Leland, Jr., 
secretary-treasurer, and supervisor for 
the Aetna Life, states. 

es. 6 
PRUDENTIAL CONVENTION 


Several home office officials of the 
Prudential were in Chicago this week 
attending the regional convention of the 
agents of the central western states. 
Among these were George W. Munsick, 
vice-president in charge of agencies; J. 
P. Mackin, second vice-president; A, EF. 
N. Gray and George Chace, assistant 
secretaries. The convention lasted two 
days and was educational in nature, with 
some 600 to 700 agents and managers in 
attendance. It was preceded last week 
by a managers’ conference which was 
attended by President E. D. Duffield, 


who gave an inspirational report on the 
company’s financial condition and pros- 
pects for the future, stressing that 
agents should emphasize human inter- 
est. The general gathering of agents 
was attended by industrial as well as 
ordinary men, including members of two 
Canadian districts. 
2 2 


EFFECT OF INSULL FAILORE 


Chicago life insurance men _ realize 
that the Samuel Insull utilities com- 
panies’ crash together with the deprecia- 
tion in value of other enterprises with 
which he was affiliated have done much 





to hurt Chicago insurance-wise and has 
affected life insurance sales. Thousands 
of people in Chicago and vicinsty pur- 
chased these Insull securities with great 
avidity. The Insull plan was to force as 
many people as possible to buy these. 
Samuel Insull was the chief sponsor for 
the Chicago Civic Opera and its build- 
ing. It is stated that some of the opera 
stars were forced to buy Insull securi- 
ties in order to get contracts. The Insull 
collapse has not only affected the hold- 
ings of people and wiped out their sav- 
ings but it has tended to underm ne 
confidence of the public mind in finan- 
cial institutions generally. 








As SEEN FROM NEW YORK 





BOKEE TO CONDUCT COURSE 


Beginning Oct. 4 and continuing for 
six weeks, Donald Bokee, manager of 
the life department of Stewart, Hencken 
& Will, New York City general agents 
for the Prudential, plans to conduct a 
course in life insurance salesmanship for 
the benefit of men and women anxious 
to engage in the business, either on a 
part-time basis or as brokers. 

* + @ 


DEFENDS “HIGH-PRESSURE” SALES 


“High pressure” salesmanship should 
be a term of praise rather than denun- 
ciation, President T. J. Watson of the 
International Business Machines Cor- 
poration told members of the Sales Ex- 
ecutives Club of New York at the first 
of a series of luncheons. The term car- 
ries with it the idea of hard work and 
tenacity of purpose very much needed 
by salesmen under present conditions, 
he said. “During the ‘dance of the mil- 
lions’ a few years back,’ Mr. Watson 





By R. B. MITCHELL. 





said, “a type of kid-glove sales method 
came into use. It was not difficult in 
those days to sell, and many salesmen 
followed the line of least res stance, be- 
coming order-takers rather than sales- 
men. A high pressure sales force is 
merely a group of hard-working sales- 
men who use every honest means pos- 
sible to convince prospects of the merit 
of the goods being sold. They have the 
will to keep after a customer while even 
a possibility for an order exists.” 


* * * 


PLAN “CRAFTSMANSHIP AWARD” 


The new unit of the Metropolitan Life 
Building, now nearing completion, will 
be the scene of a craftsmanship award 
Sept. 22 to mechanics who have dis- 
played superior workmanship in their 
respective lines. 

Vice-President L. A. Lincoln will 
speak on behalf of the company, while 
other speakers will represent the archi- 
tects and contractors. 








NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate 
it 
PRICE, $5.00 and $2.00 respectively. 


Books, etc. Supplementing the 
and “Little Gem,”’ Published Annually in May and 


“Unique Manual- 





New Surrender Charges Fixed 


Provident Mutual Allows Full Reserve 
After Ten Years but Assesses 
Penalty Before That 


The Provident Mutual has adopted 
the new scale of surrender charges 
which is becoming somewhat standard. 
The new plan allows the full reserve 
upon surrender at the end of ten years 
but prior to that time a surrender charge 
is deducted as follows: Second year $16 
per $1,000; third year $14, etc., decreas- 
ing $2 per year. At the earliest ages of 
ordinary life where the total second year 
reserve is $16 or less there is a cash 
value of $1 per $1,000 available. 

Evidently the Provident Mutual ex- 
pects to continue for 1933 the dividend 
schedule which has been in use since 
1928 since the company has just pub- 
lished a new rate book containing net 
cost calculations on that basis. ow- 
ever, no announcement has been made 
regarding dividends. 


Mid-Continent Life 

The return premium policy has been 
included in all forms issued by the Mid- 
Continent Life except single premium, 
joint life and term. The benefit will be 
issued only to applicants approved at 
standard rates. It may be used in con- 
nection with endowments to overcome 
the objection that in case of death the 
premium paid has been much more than 
under the whole life form. 

As a specified unit, the rate on the 
20-year endowment at age 20 is $40.73, 
and on continuous premium endowment 
at 85, $14.27. The difference of $26.46 
when multiplied by the factor at age 20 





(1,092) gives $28.89, which amount when 





added to the whole life premium of 
$14.27, gives $43.16. A premium of $43.16 
will provide that in case of death under 
the endowment plan there will be paid 
the excess that has been paid over the 
whole life premium in addition to the 
face. 

In the same manner the benefit may be 
applied so as to return all premium paid 
in case of death within 20 years. For 
illustration, under the 20-year endow- 
ment at age 20, when the premium of 
$40.73 is multiplied by the factor at age 
20 (1,092) it gives $44.48 for the total 
premium to be paid to mature the en- 
dowment and also provide that in case 
of death all premiums paid will be re- 
turned in addition to the face. 


Midland Life 

A new emergency protection policy 
has been issued by the Midland Life of 
Kansas City, Mo. It is written on an 
inexpensive basis, and contains an au- 
tomatic convertible feature effective at 
the end of three years. The premium 
at age 35 per $1,000 for the first three 
years is $10.54. The policy is designed 
for persons who are now hard pressed 
but who expect to be able to carry regu- 
lar insurance in three years. A cash 
value is available after payment of two 
premiums on the conversion basis. 


Great-West Life 


A new retirement annuity issued in 
units calling for minimum annual pre- 
mium of $50 either on participating or 
non-par plan, with cash values available 
after one full premium or its equivalent 
has been paid, has been placed on the 
market by the Great-West Life of Can- 
ada. The flexibility of the contract is 
an outstanding feature, two distinct 
plans having been drawn up, one a life 
annuity, wherein annuity payments 
cease on death of annuitant, and the 
other a refund annuity, wherein should 


—=:! 
total payments 
cash surrender 
payments begin, 
be continued to 


at death be less thy 
value at time annyj) 
annuity payments yj 
annuitant’s beneficigy, 
until such time as total annuity pay. 
ments become equal to cash surrey. 
der value. Annuity must commence » 
a policy anniversary date between age 
50 and age 70. Other provisions a, 
premium loans, paid-up policies, disapj. 
ity provisions, etc. 


Ohio State Life 


Some of the new reduced rates of thy 
Qhio State are presented below. 4 
non-par rates except term are lower » 
early and middle ages. Endowment , 
85 and short term endowments are re. 
duced throughout. New rates ar 
slightly higher at older ages for limite 
pay life. The cash and paid-up valu 
show a surrender charge up to and jp. 
cluding the sixth year, corresponding 
with the surrender charge on extended 
insurance previously ‘in force. The ney 
rates per $1,000 at quinquennial ages 
par and non-par, for six more popular 
forms are: 

Non-Participating 

tPref. ?t 
. Risk Modi- 

Ord. fied 

Life 


20 20 
Pay. Year 
Life 


3 
20.16 
21.76 
23.68 
26.02 
28.89 
32.47 
37.55 
44.30 
53.41 


Participating 


*+Minimum amount $2,500. 
tMinimum amount $2,000; 
ble after ten years. 


rates dovu- 


United States Life 


The United States Life of New York 
has a deferred annuity policy which pro- 
vides for definite income beginning at 
maturity age, and which is paid for by 
annual, semi-annual or quarterly pre- 
miums. If annuitant should die before 
annuity payments begin, premiums paid 
would be returned with interest at 3% 
percent. The annuitant may select at 
maturity a cash payment instead of in- 
come, the amount varying with maturity 
age and sex of annuitant. Cash and 
non-forfeiture values are allowed. At 
maturity the annuitant may elect a cash 
option in place of the annuity. The op- 
tions allowed are: 

Age 60—Male, $1,357; female, $1,514. 

Age 65—Male, $1,171; female, $1,315. 

Annual premiums per unit of $1? 
monthly income at starting age 60 or 65, 
taken at quinquennial ages, are: 

Starting at 60 Starting at 65 


00 
114.00 


Texas Prudential 


The Texas Prudential is coming out 
with a retirement income policy which 
may be bought in units of $100 annual 
deposit, each unit providing a definite 
income payable monthly for life. The 
minimum is one-fourth unit or $25 an- 
nual deposit. Premiums may be paid 
annually, semi-annually, quarterly °° 
monthly. Privilege is afforded of draw- 
ing a guaranteed monthly income at 4ny 
age between 50 and 70, the amount vary" 
ing according to age selected. One 
two forms of retirement income may > 
elected: First, a guaranteed income for 
life with no payments to any one after 
the annuitant's death, and, second, * 
slightly smaller guaranteed life income 
with an additional guaranty that in case 
of death of annuitant after monthly pay- 
ments begin but before he has received 
an amount equal to the guaranteed cas? 
settlement, monthly payments will > 
continued to a named beneficiary until 
the guaranteed settlement has been fully 
paid. The disability clause may 
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GENERAL AGENCY NEWS 





Newark Agency Celebrates 


Anniversary of Zimmerman Agency Ob- 
served by Celebration and Visit of 
Home Office Officials 





In honor of the first anniversary of 
the appointment of C. J. Zimmerman as 
general agent for the Connecticut Mu- 
tual Life at Newark, the agency force 
held an all-day celebration in which a 
number of officials from the home office 


took part. 
D. B. Maduro, attorney for the New 
York Life Underwriters Association, 


spoke on the “New Inheritance Tax”; 
Vincent B. Coffin, superintendent of 
agencies, on “Present Day Selling” and 
Fred O. Lyter, assistant superintendent 
of agencies, on “Prospecting.” At a din- 
ner in the evening Vice-President P. M. 
Fraser and H. N. Holderness were the 
principal speakers. 

Mr. Zimmerman was formerly execu- 
tive secretary of the Life Underwriters 
Association of New York, joining the 
Fraser agency of the Connecticut Mu- 
tual in 1926. He later served as manager 
at Bridgeport, Conn., and as agency 
manager in the Fraser agency in charge 
of full-time production before going to 
Newark. 


To Appoint Detroit Manager 


J. S. Davenport, Jr., vice-president 
Life of Virginia, is in Detroit where he 








will appoint a manager for the com- 


pany’s ordinary agency. H. C. Dodson, 
agency supervisor, has taken personal 
charge of the branch, which has re- 
cently been moved to 3237 Book Tower, 
pending the appointment. Lloyd E. 
Douglass resigned as branch manager 
several weeks ago to become supervisor 
of the C. A. Macauley agency of the 
John Hancock Mutual Life in Detroit. 
Mr. Douglass is secretary of the Associ- 
ated Life General Agents & Managers 
of Detroit. 


Columbus Field Club Meets 


The Columbus, O., agency of the Mu- 
tual Life of New York, G. A. Patton 
manager, held its field club meeting 
there last week. The agency has shown 
a steady and healthy growth during Mr. 
Patton’s regime and now ranks ninth 
among the Mutual Life agencies. 

A school was conducted by C. J. 
Rockwell, life insurance educator. There 
were approximately 100 in attendance 
from the 27 counties of central Ohio. 


Essex Columbus Speaker 


At a meeting of the Eckert agency 
of the Northwestern Mutual Life at 
Columbus, O., with 35 agents from cen- 
tral Ohio in attendance, Freeman Es- 
sex, Northwestern Mutual agent at 
Portland, Ore., spoke on “The Perma- 
nency of Life Insurance.” Mr. Essex 
is a graduate of Denison university and 
addressed an alumni group of his alma 
mater at Granville. 
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Peoria, Ill., Congress Program 


Hull, North, Harris and King Scheduled 
to Address Underwriters 
Gathering Oct. 8 








Four life underwriters of international 
speaking reputation are scheduled on 
the program of the sales congress to be 
held in Peoria, Ill, Oct. 8, under the 
auspices of the Peoria association. 

Henry E. North, vice-president Met- 
ropolitan, will speak on “Modern Sell- 
ing;” Russell S. King of the Union Cen- 
tral, Indianapolis, on “Blowing Bub- 
bles;” G. H. Harris, supervisor of field 
service, Sun Life of Canada, on “Life 
and Annuity Underwriting — Present 
Day Opportunities,” and R. B. Hall, 
managing director National Association 
of Life Underwriters, on “Getting Back 
onto Main Street.” 

President J. B. Scott of the Peoria as- 
sociation will preside. Further an- 
nouncement regarding the program will 
be made soon by Secretary C. E. 
Thompson. ‘ 

* * * 


_ Champaign, lil.—New officers of the 
Champaign association elected at the 
annual meeting are: President, C. A. 
Atwood, Sun Life of Canada; vice-presi- 
dent, W. S. Porter, Penn Mutual; secre- 
tary-treasurer, N. P. Blanchard, State 
Mutual; member of the board for two 
youre, Mrs. Blanche S. Moore, Equitable 
— ew York. J. T. Swartz, Equitable of 
owa, Urbana, was retained as national 
rommitteeman. Cc. H. DeLong, Peoria 
— Champaign, continues as legislative 
hairman for both the Champaign asso- 
ciation and state association, represent- 
— down-state membership in the 


* * * 


a Tex.—R. E. Fried, the first 
chartered Life Underwriter in north 
— was the honored guest at the 
~ ~ association’s first fall meeting. 
~ am . ee, vice-president Fidelity 
a n Life, reported on the National as- 
a ation meeting. The Dallas associa- 
: n will put on a program for the Okla- 
oma City association in November. 


Huebner Speaks at St. Louis 


Educator Says Speculation Will Bring 
Prosperity—Advocates Three Insur- 
ance Forms to Avert Convulsions 


ST. LOUIS, Sept. 22.—Speculation 
which engulfed the country almost in 
complete financial ruin alone can bring 
it out of the depression, Dr. 
Huebner, University of Pennsylvania, 
declared in an address before a joint 
meeting of the St. Louis Chamber of 
Commerce and Life Underwriters Asso- 
ciation of St. Louis. Buying only for 
immediate needs, he said, will not ac- 
complish business recovery and that no 
matter what other name you may give 
it purchasing ahead or providing for 
the future is pure speculation, gambling 
that the basic prices of raw materials, 
etc., will go upward instead of down- 
ward. He ventured the guess that the 
jet black period of this depression was 
reached some weeks ago and that re- 
covery is now on the way. 

Three Remedies Spevified 


After diagnosing the causes of the de- 
pression, he proceeded to prescribe rem- 
edies to help reduce the disastrous 
effects of such convulsions, admitting 
that they never can be entirely elimi- 
nated since man is fundamentally a 
speculative animal. Business reverse in- 
surance of three classifications was ad- 
vocated: Building up surplus funds by 
corporations to assure dividends to 
stockholders and interest to bond hold- 
ers in bad times; life insurance for 
small partnerships, professional men and 
the great middle class, and unemploy- 
ment insurance for the wage earners to 
be paid from funds contributed by the 
employer and employes on the basis of 
3 percent each of the peak earning 
power of the workers. 

Touching on the needs of the great 
middle class for life insurance protec- 
tion, he said that life insurance was al- 
ways available, meeting every acid test 








SOMETHING NEW tnar JS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar 

regardless of kind of policy aaeend 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
Mutual Legal Reserve Life Insurance 
Ten East Pearson Street : : : Chicago 








And Now— 


Monthly Premiums! 


Pixs. profiting by 
the exceptional money-making opportuni- 
ties of our Golden Rule Contract, now 
may place Monthly Premium Policies, as 
well as those on the Annual, Semi-annual 
or Quarterly basis. 


A Monthly Premium Depositing Plan 
is certain to be popular in times like these. 


Columbus Mutual Life 
Columbus, Ohio 




















of a good investment and being on hand 
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A Sales Plan 


That Smashes Sales Inertia 








That’s what you get with the 
ALL STATES LIFE 


RGANIZED in 1929 on the 

verge of the present depression 
the All States Life has had no fair- 
weather experience. The company 
has prospered and grown, however, 
simply because its policies have been 
sound and fitted the public needs, its 








executives are all trained insurance 
men and its agents have had the ad- 
vantage of a definite sales idea—a 
new type of sales plan. 

This plan enabled the All States 
Life to accomplish the following in 
the trying year 1931. 


Gain in insurance in force. . . .11.1% 
Gain in Net Resources... .. . 13.0% 
Gain in Surplus Resources... 7.9% 


Full particulars regarding agency representation gladly 
furnished on request to Ben W. Lacy, President. 


MONTGOMERY, ALABAMA 














A Business 
That Stays and Pays 


Throughout the years the business of life 
insurance has withstood, and will withstand 
in the years to come, the storms of adverse 
conditions because the foundations were 
laid and each portion has been builded on a 
basis of scientific conservation. Quick 
profits via speculation have no place in the 
business and results are shown today in the 
fact that life insurance is, firmly entrenched 
and is giving the same high standard of 
service to fieldmen and policyowners. 


‘Are you interested in a business that stays 
and pays? Then you will find it pays to be 
friendly with the 


LIFE INSURANCE CO. 


“The Friendly Company’”’ 


PEOPLES 


FRANKFORT INDIANA 





when needed in times of depression. He 

praised the life insurance industry for 

its work in the current business con- 

vulsion and commented on the fact that 

many companies have been able to meet 

all obligations out of current income. 
 . 


Needs to Know What to Say 


Albert Gray Discusses Training of New 
Men at Milwaukee Association 
Meeting 


MILWAUKEE, Sept. 22.—Talking 
on “The Lesson They Left Out” at the 
September meeting of the Milwaukee 
Association of Life Underwriters, A. E. 
N. Gray, assistant secretary Prudential, 
discussed the obligation of general 
agents and managers to instruct new 
life underwriters what to say when ap- 
proaching a prospect. 

“The average new agent,” said Mr. 
Gray, “does not know how to approach 
a prospect nor what to say after he 
gets to talk to him. He knows that he 
must create interest and desire and pro- 
vide the motivating force to action, but 
he does not know how to go about it. 
That is the most important lesson for 
a new agent and is the ond that is most 
generally left out.” 

Hughes, chairman of the C. L. 
U. course committee, announced that 
about 50 have already signed up for the 
course to be given at Marquette Uni- 
versity under the auspices of the Mil- 
waukee association. Classes will be held 
weekly beginning at 7:30 o'clock on 
Mondays and Wednesdays. Instructors 
are Alfred Korbel, C. L. U. lecturer in 
life insurance salesmanship and a spe- 
cial agent with the Massachusetts Mu- 
tual Life, and N. J. Hoffman, associate 
professor of finance and insurance. 

x * * 


Coolidge Toronto Speaker; 
Talks on “The Interview” 


R. B. Coolidge, successful Aetna Life 
producer at Cleveland and president of 
the Cleveland Life Underwriters Asso- 
ciation, addressed the Toronto Life 
Underwriters Association Thursday, 
presenting his talk on “The Interview” 
which he gave at the Pittsburgh con- 
vention last year. He said he had tried 
some new sales stunts this summer but 
that they only brought him back to the 
old successful principles. 

Among his practical, proven princi- 
ples for selling insurance are these: 

1. Don’t hurry, for rushing will be 
reflected in the attitude of the prospect. 
If the prospect is not interested five 
minutes is too long and if interested 
an hour is not too long. 

2. Never start an interview under 
pressure. Let the sales pressure come 
later. 

3. Make use of the human appeal. 

4. Sell up to the limit of the pros- 
pect’s ability to buy. It is easier to 
make a big proposition interesting and 
you have sold more insurance. 

5. Hold’ vour interview under favor- 
able conditions. 

= 

Peoria, Til—More than 300 persons 
turned out for the opening meeting of 
the season of the Peoria association. 
Delegations were on hand from_ sur- 
rounding cities, including Davenport, 
Ia., Springfield and Galesburg, Ill. A. E. 
N. Gray, assistant secretary of the Pru- 
dential, was the principal speaker and 
delivered one of the addresses, for which 
he is famous. James B. Scott, president 
of the Peoria association, presided. 

Diplomas were presented to eight men 
who had received a Chartered Life Un- 
derwriter degree. Presentation was 
made by L. O. Schriver, Peoria genera} 
agent for the Aetna Life, and third vice- 
president of the National Association of 
Life Underwriters. Those receiving di- 
plomas were Chester Wardwell, J. Haw- 
ley Wilson, Kenny Williamson, C. W. 
Reuling, W. D. Johnson, J. Brie Cavette, 
W. F. Parker, and John H. Roth, Jr. 
L. G. Tillotson, dean of the business ad- 
ministration department of Bradley Poly- 
technic Institute, outlined the activities 
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Newspaper Woman Is | 
in Association Work 


| 
——_! 





MISS A. V. BOWYER 


Miss A. V. Bowyer of San Francisco 
executive secretary of the San Francise 
Life Underwriters Association, is 3 
newspaper woman who has made a di:- 
tinguished record on the coast. She is 
the Pacific Coast news representative of 
Tue NATIONAL UNDERWRITER. She writes 
a daily column for the “Commercial 
News,” a San Francisco daily paper 
She is associated with other publicity 
enterprises and her office is a regula 
beehive of activity from a_ publicity 
standpoint. She is one of the main fac- 
tors in MacDonald-Bowyer, a publicity 
syndicate. Miss Bowyer is an alert news 
gatherer and a very facile writer. Many 
people who attended the convention o 
the National Life Underwriters Associa 
tion at San Francisco met Miss Bowyer 
and found her not only an excellent as- 
sociation official, a capable news gath- 
erer but a woman of great personal 
charm. 








for the C. L. U. classes to be held this 
year. Mr. Tillotson is instructor in these 
classes. 

Mr. Gray was introduced by S. S. Mar- 
shall, superintendent of the Prudential 
in Peoria. 

* * * 

Jackson, Miss.—The Mississippi de 
partment has no control over unlicensed 
companies and has virtually no difficulty 
with licensed life companies, Commis- 
sioner George D. Riley told the Jackson 
association. He told of an instance 
which a widow had asked him to hel 
her collect $8,000 from an_ unlicensed 
company after her husband's death. He 
said he was helpless, for the company 
had never been admitted to 
and the business had not been sold 
through a Mississippi licensed agent. He 
gave some interesting figures on the 
operations of his department. 


* * * 
Cincinnati—“The Cincinnati Life U® 
derwriter” is the title of a publication 
of the Cincinnati association, the first 
issue of which appeared this month. It 
is edited by Seth C. H. Taylor. It co 
tains a message from President Burt # 
Wulfekoetter, a list of standing commit 
tees, messages from C. V. Anders0? 
ranking vice-president of the Nation 
association; C. T. Williams, secret! 
Cincinnati C. L. U. chapter; John P. & 
Brewster, chairman education committe 
Ray Hodges, chairman program commit: 
tee, and Jack Louer, chairman member 
ship committee. 
* * * 


Texas—President Matthew Brow? of 
the Texas association has sent out * 
letter to all of ‘the officers of life unde 
writers associations and managers clubs 
in Texas, suggesting that they ascertal? 
through the use of questionnaires © 
other methods whether Texas life unde 
writers are in favor of continuing 
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present licensing plan or whether they 
believe that a plan similar to that now 
in use in Pennsylvania seems desirable. 

The information which is gathered 
will go to the legislative committee of 
the Texas association. 

* * * 

Wichita, Kan.—L. B. Brown of the 
Anderson, Brown & Ginzel agency spoke 
to the Wichita association on “An- 
nuities.” Wilbur Loveland of the Equi- 
table of Iowa, president of the associa- 
tion, presided. 

* * * 

Cleveland—W. H. Saitta, manager for 
the Metropolitan Life at Cleveland, is 
taking the place on the program of the 
Cleveland sales congress Saturday of 
this week of F. L. Klingbeil, manager for 
the Prudential at Detroit. 

= 

Bloomington, Ill.—W. E. Maupin was 
elected president of the Bloomington as- 
sociation at the annual meeting; E. H. 
Davis, vice-president, and C. O. Hamil- 
ton, secretary-treasurer. Directors are 
Mr. Davis, W. C. Goddard, Frank Sack 
and M. W. Lloyd. Plans were begun for 
entertaining 400 delegates to the state 
association meeting next spring. Hawley 
Wilson, Peoria, vice-president of the 
state association, and Dr. Tillison, dean 
of the school of commerce, Bradley In- 
stitute, Peoria, will speak at the Oct. 3 
meeting. 

* * * 

Colorado—A. E. N. Gray, assistant sec- 
retary of the Prudential, will address the 
Colorado association in Denver Friday 
evening on “The Lesson They Left Out.” 

*-* *¥ 

Akron, 0.—The first fall meeting of the 
Akron association was marked by evi- 
dence of active cooperation between 
underwriters and trust companies. The 
educational committee announced the 
offer of a classroom for the Cc. L. U. 
courses by the trust department of the 
First-Central Trust Company. 

The litigation - provoking mistakes 
made by laymen who presume to give 
legal advice concerning will, deeds and 
other legal instruments and who some- 
times draft such documents, were dealt 
with at some length by Clyde F. Berry, 
long a leader of the Akron bar. Mr. 
Berry compared the service of an un- 
trained underwriter with the results of 
supposedly legal advice from individuals 
who are not trained and authorized to 
practice law. 

Nathan R. Smith, Jr., has been ap- 
pointed executive committeeman to re- 
place Steve B. Hewes, who has trans- 
ferred to the Columbus office of the 
Union Central. 

* * * 

Waco, Tex.—“High powered salesman- 
ship is partially responsible for the de- 
pression,” Mayor G. H. Zimmerman told 
the Waco association. Speaking on “The 











New Era as Related to Salesmanship,” 
he said people have been oversold. They 
have bought more than they can pay for, 
even on the installment plan. Additional 
luxuries should be on a cash basis. Buy- 
ing more than you can pay for deserves 
condemnation, he said. It causes the cus- 
tomer to become dissatisfied and results 
in a bad situation for customer and 
salesman. 

“Life insurance is the provision for a 
man’s responsibility. The golden era 
will come when the salesman appeals 
to the intellect of the buyer,” he said. 

*x* * * 

Kansas City—A study group is being 
organized here by Bert B. Boyd, North- 
western Mutual, chairman of the Kansas 
City association's C. L. U. committee, to 
prepare candidates for the examinations 
next June. O. P. Neibel, a C. L. U. grad- 
tate and trust officer of the Commerce 


Trust Company, who instructed the 
group last year, will do so again this 
year. 
*x* * * 
Boston—Rear Admiral Richard E. 


Byrd, who is New England chairman of 
the recently formed National Economy 
League, addressed the Boston associa- 
tion Tuesday on the aims of the league. 
Paul L. Clark, John Hancock Mutual, is 
chairman of a membership drive for the 
league in Boston and with President 
Vv. W. Kenney of the Boston association, 
in charge of the drive among life men, 
has enrolled many members of the as- 
sociation. 

R. B. Hull, managing director Na- 
tional association, will speak to the Bos- 
ton association Sept. 30 on “Getting Back 
Onto Main Street.” 

x * * 

Northwest Texas—Wade Holman was 
elected president of the Northwest Texas 
association at a special meeting in 
Amarillo. He succeeds Tom O’Brien of 
Amarillo. J. P. McClintock was elected 
vice-president and Will M. Benton re- 
elected treasurer. The new board of 
directors includes Tom O’Brien, Harve 
Radey, John E. Rowland and C. B. Rit- 
tenberry. 

*x* * * 

Indiana — A contest for the best 
essays written by Indiana club women 
on “Life Insurance, Stabilizer of the Na- 
tion and the Home,” will be conducted 
under the joint auspices of the Indiana 
Federation of Women’s Clubs and the 
Indiana association. 


* * * 
Southwest Texas — The Southwest 
Texas association held its first fall 


meeting in San Antonio last week. Rev. 
Carl cC. Gregor, Travis Park Meth- 
odist Church, spoke on “Salesmanship,” 
contrasting the old ideas and the new. 

The October meeting will be devoted 
to reports from the San Francisco con- 
vention. 








MANAGERS’ ASSOCIATION NEWS 





Professional Man Good Buyer 


Flavinger Presents Prospecting Pointers 
to Detroit Supervisors—Single Pre- 
mium Policies Popular 








Professional men, as a class, are the 
best Prospects for life insurance today, 

. L. Flavinger, a star producer of the 
Aetna Life Detroit branch, told the De- 
troit Life Insurance Supervisors’ Asso- 
Cation at its first fall meeting. Mr. 
Flavinger spoke on “Today’s Market: 
~~ pe It Through Effective Prospect- 

Professional men, he said, have been 
the victims of financial sharks in the 
past to a greater extent than any other 
sroup of individuals. Most of their in- 
vestments have depreciated greatly in 
value, leaving them wide open for in- 
surance investments that their intelli- 
ence tells them are the soundest form 
ot investment today. 


Backbone of Prospect List 


be ansequently, professional men should 
=e € backbone of the live underwrit- 
8 Prospect list. Such prospects are 


eutioutasly Susceptible to well thought 
-- 2 ans, but do not react so favorably 

urried presentations as the less in- 
Capitalists, bankers, 
market speculators 


tellectual groups. 
Stock brokers and 





are likewise worth cultivating with in- 
telligently prepared plans, although 
many of them are in no position to buy 
at the present time. Now that they 
have lost heavily, however, they are 
casting about for safe investments for 
their funds when they accumulate 
them. This is the time to lay the ground 
work for profitable sales to these men 
in future months, says Mr. Flavinger. 


Many Single Premium Policies 


Ten times as many single premium 
policies are being sold today as under 
normal conditions, visible evidence of 
the appeal that insurance is making to 
investors who have turned from specu- 
lation to sound sources for depositing 
their surplus funds. The more money 
a man has lost during the past two 
years, the more sold he will be on in- 
surance if it is adequately presented to 
him. 

Next in importance under present 
conditions are female office workers, Mr. 
Flavinger believes. Often stenogra- 
phers, secretaries and office workers 
hear plans presented to their employers 
and wonder why they are not ap- 
proached with similar plans for con- 
serving their savings. Many of these 
workers are maintaining comparatively 
large bank accounts, having been less 
inclined to speculation than men. There 
is a vast field for prospecting here that 
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COMPETITION is keener now. Due 

to economic conditions pros- 
pects are fewer and buyers of new 
life insurance are more discriminat- 
ing. They are interested in RECORD 
OF MANAGEMENT and FINAN- 
CIAL STABILITY. 
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LIVE LEADS 
steady stream of live lade. The 
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Fidelity Agents Profit 


With an effective lead service and a complete kit of sales tools, 
Fidelity agents are fiting. Low Rate Life, Family Income, 
Disability, Accidental Death Benefits and a full line of annuity 
forms are included. They are backed by more than half a cen- 
tury of fair dealing. 
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has scarcely been touched. Such work- 
ers are good prospects for 20-pay life 
or endowments, and for the older 
women, annuities. 


Resume Los Angeles Meetings 


Life Managers Hear Economist at First 
Fall Meeting—Committees Appointed 
by President Harker 


LOS ANGELES, Sept. 22.—A large 
attendance marked the first fall lunch- 
eon-meeting of the Life Managers’ Club 
of Los Angeles. President James P. 
Harker, Metropolitan Life, appointed a 
membership committee consisting of 
Alex. Dewar, Equitable Life of New 
York, and Roy Ray Roberts, State Mu- 
tual Life of Massachusetts. The com- 
mittee on ethics, composed of Kellogg 
Van Winkle, Equitable Life of New 
York, chairman, and Clark Bell, New 
York Life, was reappointed, as was also 
the legislative committee with George 
W. Ayars as chairman. 

The guest speaker was Baron F. von 
Reichenberg, economist, on “What is the 
reason for the upward movement of the 
last few weeks?” He reviewed the in- 
dustrial and economic situation. 

President Harker distributed a pro- 
gram questionnaire among the members 
reading as follows: 

Do you like outside speakers on gen- 
eral subjects? 

Do you prefer subjects that have to 
do with problems of management? 

If the latter, please name some of the 
subjects you would like to have dis- 
cussed. 

Would you be interested in discussion 
of any of the following subjects: (a) 
plans for selecting and securing agents; 
(b) methods of training new agents and 
getting them quickly into production; 
(c) relative value of conservation and 
production; (d) the danger of and how 
to prevent whispering campaigns in the 
life insurance business. 


National Guardian Life 


Cash repayments on policy loans of 
the National Guardian Life from Jan. 1 
to Aug. 15 total $60,000, of which $33,- 
400 was paid in the last 90-day period, 
or more than was repaid in the entire 
five months previously. These repay- 
ments have ranged from $1.18 to $1,620, 
indicating, the company says, that they 
have come from large and small policy- 
holders; from rich and poor, from city 
and rural regions. These repayments 
indicate two things: that there has been 
a return to sane thinking and confidence 
by many policyholders, and an easing of 
the financial situation in many instances. 

From Jan. 1 to 15 there was $3,212 
repaid; Jan. 15-Feb. 15, $6,931; Feb. 15- 
March 15, $3,525; March 15-April 15, 
$9,404; April 15-May 15, $3,553; May 15- 
June 15, $7,758; June 15-July 15, $13,- 
701; July 15-Aug. 15 $11,941. “People 
who repay loans must have money,” it 
is commented. “Other people undoubt- 
edly have money in hiding but are be- 
ginning to see the futility of that and 
are ready to invest it in anything as safe 
as life insurance.” 


Celebrate Cincinnati Results 

H. C. Cross, manager for the Pru- 
dential ordinary department in Cincin- 
nati, held a dinner at the close of a 
three months’ contest between teams, 
the “Cubs,” captained by Theodore 
Hecht, and the “Reds,” captained by 
Richard Dana. The Cubs won and ate 
chicken, while the losers got pork and 
beans. Theodore Miller, assistant su- 
perintenednt of agencies, ordinary de- 
partment, represented the home office. 
In the contest over $27,000,000 ordinary, 
group and wholesale was sold. 


Gatens Legion Commander 


J. E. Gattens, general agent for the 
Guaranty Life of Davenport at Iowa 
City, has been elected commander of 
the American Legion post there. 
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General Educational Review Takes 
Important Place in Answers toC.L.U. 
Quiz Given as Most Representative 


The subject of general education is 
taken up in Part Ill of the selected 
answers to the 1932 C. L. U. ex- 
aminations presented below. This is a 
continuation of the series being pre- 


sented by THe NaAtiIonaL UNDER- 
WRITER. 
Part III 
GENERAL EDUCATION 
(Note: A special grade on English 


was given each candidate for this exam- 
ination.) 
(a) Economic Problems 


Question 1. In recent months short 
selling by speculators on the stock ex- 
change has been repeatedly attacked. 
(a) Do you consider short selling eco- 
nomically sound? Reasons. (b) What 
economic functions are performed by 
speculators on the stock exchange? 

Answer. (a) Short selling is eco- 
nomically sound because it performs a 
substantial service in stabilizing prices. 
It acts as a check on both the upward 
and downward movements of security 
prices. If in the opinion of the short- 
seller prices are too high, he may sell 
short, thus adding to the supply of stock 
offered for sale. This has a tendency to 
lower the price. As prices surge up- 
ward more short selling may appear, act- 
ing as a check to the upward swing of 
stock prices. 

Of course, the short-seller hopes to be 
able to cover his sale by buying in at a 
lower price in the future. If his judg- 
ment is right he makes money—if 
wrong, he loses. Since all short sales 
must be covered sooner or later by pur- 
chases of equal amounts, this acts as a 
cushion to the market if prices start 
falling. When this occurs the short- 
sellers begin to cover their contracts 
and buying orders appear in the market, 
thus checking the downward movement 
by increasing the demand for stocks. 
Che practice of short-selling therefore 
facilitates an orderly market. 

Short-selling also helps make the mar- 
ket more continuous; permits arbitrators 





to operate, thus leveling prices between 
different markets; is essential to the op- 
eration of the odd-lot business; aids in 
the disposal of “rights” or privileged 
subscriptions, and facilitates the disposal 
of stocks which are owned but which 
are not available for delivery at the time 
of sale. 

Many people contend that short-sell- 
ing is not economically sound, particu- 
larly during trying periods of liquida- 
tion. Short-selling during such periods 
does not perform an economic service 
but instead tends further to reduce 
prices. Where short sales are accom- 
panied by the formation of pools for 
manipulative purposes the effect on de- 
clining prices is often greatly intensified. 
Abuses connected with short-selling 
have been recognized by the stock ex- 
change, which has recently restricted 
such trading in various ways. 


Take Up Subject 
of Inflation Issues 


(b) Speculators on the stock ex- 
change perform an important economic 
function by assuming risk. They di- 
rect the flow of capital into new indus- 
tries by the purchase of securities, thus 
promoting the development of the coun- 
try. By their transactions they express 
their judgment regarding future trends 
of general business as well as of in- 
dividual industries and corporations. 
This discounting function furnishes a 
guide to business men regarding future 
business conditions and at the same time 
gives the investor the benefit of com- 
bined judgment regarding the attractive- 
ness of the securities listed on the ex- 
change. Further, speculators help make 
the market continuous, thereby afford- 
ing investors a ready market and en- 
abling bankers and others to know at 
any time the value of stocks as collat- 
eral. Finally, the exercising of opinions 
by speculators through buying and sell- 
ing stocks tends to stabilize stock prices. 

Question 2. The following statement 
appeared in a recent issue of “Current 
History”: “It now seems certain that 
the Treasury will be forced to borrow 





$2,000,000,000 in bond issues to cover 
the deficits for the period ending July, 
1932. This issue by itself will bring 
about important inflationary conse- 
quences.” 

(a) What do you understand by in- 
flation? 


(b) Do you agree with the above 
statement? Why or why not? 
Answer. (a) Inflation is a general 


rise in prices brought about by the is- 
suance of additional money or credit 
without a corresponding increase in the 
physical volume of trade. It results in 
a decrease in the purchasing power of 
the currency as more dollars are re- 
quired to purchase the same article than 
was previously necessary. 

(b) The fact that the Treasury will 
be forced to borrow $2,000,000,000 by 
means of a bond issue to cover deficits 
will not bring about inflationary conse- 
quences. The funding of short time 
credits, created for the purpose of meet- 
ing current deficiencies, by long term 
bond issues will serve only to sustain 
that inflation which has already oc- 
curred. There will be no increase in 
credit or funds in circulation. Inflation 
would occur, however, if the government 
instead of borrowing through long term 
bond issues would issue two billions of 
paper dollars without proper security. 

Question 3. Numerous proposals for 
increased federal tax revenues have been 
made, to furnish additional funds to 
balance the federal budget. Among 
these proposals are (a) higher surtaxes 
on personal incomes, (b) higher excise 
taxes on specific commodities, such as 
tobacco, (c) larger taxes on corporation 
profits and (d) a general sales tax. 
Analyze the possible economic effects 
of each of these proposed taxes, if ac- 
tually imposed. 

Authorities Di ee on 

General Sales Tax 

Answer. (a) The purpose of a surtax 
is to create revenue and also to assist in 
equalizing the distribution of wealth and 
income. However, a very high surtax 
on large personal incomes is apt to de- 
feat its own ends. It will result in a 
larger amount of investments in tax 
exempt securities, from which the gov- 
ernment will receive no revenues. Fur- 
ther, it is contended that it will result 
in a lesser incentive for higher income 
and destroy initiative on the part of the 





taxpayer. If this be true it would be 
socially and economically undesirable. 

(b) The economic effect of higher ex- 
cise taxes upon specific commodities will 
be determined largely by the nature of 
the demand for the commodity taxed. 
If the demand is inelastic the tax would 
more than likely be passed on to the 
consumer and the price of the commod- 
ity raised accordingly. The consumer 
would be affected in that he would have 
to spend more for the taxed commod- 
ity and thus have less purchasing power 
left for other commodities. If the de- 
mand for the taxed commodity is elastic 
it would be more difficult for the pro- 
ducer to pass the tax on to the con- 
sumer by increasing prices. An _ in- 
creased price would tend to cause a de- 
crease in demand thus eliminating some 
marginal producers. Since the tendency 
would be for the cheaper products of 
the taxed commodity to be used, the 
effect would fall more severely upon 
the manufacturers of the more expensive 
commodities. 


Students Analyze Effects 
of Federal Taxes 


(c) Corporation profits taxes, while 
productive of revenue, especially in 
prosperous times, are difficult to admin- 
ister and have many disadvantages. 
There will be a tendency for corpora- 
tions to use legal means to avoid this 
tax. Such a tax would be avoided to a 
considerable extent and the profits 
turned into such channels as larger sala- 
ries, higher wages of employes, and 
greater improvements to machinery and 
plant. The lack of uniformity in and 
the absence of governmental control 
over accounting systems greatly hinder 
the administration of this type of tax 
law. If this tax is made too high, it is 
alleged that it will discourage initiative 
and curtail the investment of capita). 
Another effect that might be mentioned 
is that smaller earnings will result in 
reduced dividends and a consequent re- 
duction in the purchasing power of the 
affected stockholders. 

(d) Authorities are not in agreement 
regarding the desirability of a general! 
sales tax. Those who favor such a tax 
usually contend that: it will group all 
present taxes into one tax and thereby 
cause a saving in administrative ex- 
penses; it will be certain and definite; it 
will be easy to collect; not easily 
evaded; and it will stimulate interest in 
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the father but binds the family. 


The primary function of life insurance is to compensate a beneficiary for financial loss sustained at 
insured. This should be the foundation upon which every new sale rests, and, equally important 
today’s hysteria, it should be the argument used to discourage the mortgaging of protection already established, 


An insured’s FIRST OBLIGATION is to those who are dependent upon him, for it is undeniably true that death releases 
Underwriters who formed the short-sighted habit of selling cash values as a line 
of least resistance in getting business are today finding their tactics a boomerang in the shape of vanishing renewal 
This is the outcome of policy loans and the lapses which they inevitably engender. 


When life insurance is again restored to its rightful place in the mind of the salesman, he will picture and sell it as 
protection against the ravages of life’s SUPREME EMERGENCIES—OLD AGE AND PREMATURE DEATH—rather 
than as a mere instrument to satisfy the demands of temporary embarrassment. 
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the efficient administration of govern- 
mental affairs. 

Against the general sales tax it is 
argued that: it will eventually be shifted 
to the consumer and as it will include 
a tax on necessities it will be most 
heavily borne by those least able to 
carry the burden; the raising of prices 
would discourage the marginal buyer 
and thus affect the marginal producer 
adversely; as it would affect to some 
extent the buying of corporations it 
would stimulate their efforts to avoid it 
by vertical. and horizontal integration. 
Therefore the sales tax might foster and 
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encourage monopolistic tendencies in 
business. Since the sales tax may be 
included in the price of goods paid by 
the consumer without realization on his 
part that he is paying it, less protest 
against governmental extravagance may 
be aroused than is the situation under 
other tax methods. 
2. 2 


Question 4. There is a great deal of 
discussion as to the possibility of Amer- 
ica abandoning the gold standard. (a) 
State clearly what is meant by the gold 
standard. (b) What alternatives are 
there to the gold standard? (c) What 
would be some of the economic conse- 
quences if the United States should 
abandon the gold standard? 

Answer. (a) The term “gold stand- 
ard” usually means: a stipulation by law 
regarding the amount of gold for each 
unit of the currency in use; the main- 
tenance of a parity between the gold 
unit of currency and other kinds of 
currency within the country; free coin- 
age of gold, and free transfer of gold in 
and out of the country. 

(b) The following alternatives are 
usually advocated in place of the gold 
standard: a silver standard; a bi-metallic 
standard, consisting of gold and silver; 
fiat money based upon the credit of the 
government; a compensated gold dollar 
—varying the weight of the gold dollar 
according to some price index; and a 
multiple or tabular standard, based upon 
the value of a certain list of commodi- 
ties. 

(c) Most people agree that an aban- 
donment of the gold standard would en- 
tail a general loss of confidence, result- 
ing in depreciation in the currency and 
a rise in the price level. There would 
be a general increase in business activity, 
with rising prices of common stocks, 
real estate, etc. Wages would rise, but 
with a lag behind commodity price in- 
creases. Gold would disappear from 
circulation. Creditors would suffer and 
debtors would profit by the payment of 
debts with a depreciated currency. 


Commercial Bank Deposit 
Insurance Is Discussed 


Question 5. The many bank failures 
during the past year have revived the 
agitation for insurance of commercial 
bank deposits. (a) Do you consider 
such deposits insurable risks? Give rea- 
sons for your point of view. (b) What 
possible effect do you think commer- 
cial bank deposit insurance would have 
on banking policies? 

Answer. (a) Bank deposits are not 
good insurable risks. Any risk to be 
insurable in addition to meeting other 
requirements, must be both measurable 
and fortuitous. That is, the insurance 
company must be able to determine an 
adequate premium and the hazard in- 
sured against must not be under the 
control of either party to the contract. 
In times of stress, the safety of com- 
mercial bank deposits depends largely 
upon the amount of public confidence 
which the bank enjoys and the ability to 
meet the demands of depositors. 

No statistics are available to permit 
the insurance company to measure the 
factor of public confidence and hence 
insurance upon a scientific basis is im- 
possible. Furthermore, an _ additional 
difficulty arises in the computation of 
such a premium. Success of a com- 
mercial bank depends largely upon the 
management, and this factor is just as 
difficult to measure statistically as is 
that of public confidence. 

(b) The insuring of commercial bank 
deposits would probably result in a de- 
crease in the vigilance used by officers 
of the bank in determining the sound- 
ness of its loans. These officers now 
realize that the ability to pay off com- 
mercial deposits depends directly upon 
the class of loans that they make and 
the distribution of their portfolio. If 
the deposits are secured by insurance, 
they will not have to be so careful and 
all manner of speculative and doubtful 
risks might be assumed with the hope 
of making much and the assurance of 
losing little. Such insurance penalizes 
ability, good management and caution, 





while it rewards incompetence and care- 
lessness. This would soon destroy the 
confidence of the public in the bank. 


(b) Government 


Question 1. Johnson died on June 1, 
1932, leaving a will under which his 
wife is to receive his entire estate abso- 
lutely. His estate consists of a home 
valued at $20,000; stocks and bonds cur- 
rently quoted at $35,000; an interest in 
a business, which interest is appraised 
at $25,000; a $10,000 ordinary life in- 
surance policy in which his wife is 
named as beneficiary; and a policy pro- 
viding a life income to his wife of $100 
a month, 240 monthly payments being 
guaranteed. (a) To what extent is this 
estate taxable under existing (1) federal 
estate tax laws, (2) state inheritance 
tax laws? (b) When and to what ex- 
tent will this estate and the income 
therefrom be taxable to his wife under 
the present federal income tax law? 

Answer. (a) 1. Since Johnson died 
June 1, he would be entitled to the 
exemptions in force at that time. Under 
the federal estate tax law, Johnson’s es- 
tate is granted $100,000 exemption with 
an additional $40,000 exemption for life 
insurance payable to a named benefici- 
ary. There is consequently no tax on 
this estate since the $10,000 policy plus 
the commuted value of the income policy 
is less than $40,000 and the general 
estate is less than $100,000. 


Varying Practices Are 
Found in the States 


2. The states generally tax all es- 
tates and in all but a few states exempt 
all life insurance left to named bene- 
ficiaries. In many states the tax is grad- 
uated according to the size of the estate 
and also varies according to whether 
the heirs are lineal or collateral. Vary- 
ing exemptions are also permitted. 

(b) The estate in itself is not subject 
to the federal income tax law. The in- 
surance is also exempt in this respect. 
However, during the probate period, the 
income from the general estate is re- 
turnable for income taxation by the ex- 
ecutor and the income received by the 
deceased during the persod from Jan. 1 
to June 1 is also taxable. After the es- 
tate has been transferred to the widow 
she must return the income therefrom, 
including any income from the $10,000 
lump sum insurance payment, for taxa- 
tion. She need not return for taxation 
the $100 per month income for life as 
this is payable by reason of death. The 
income from the general estate of the 
widow is subject to the usual income 
tax exemptions. 


Increased Power of 
President Pointed Out 


Question 2. (a) Explain the theory of 
checks and balances in government and 
show how this was applied at several 
points in our national constitution. (b) 
Mention briefly any point at which it 
has been changed in practice. 

Answer. (a) The theory of checks and 
balances in government implies that 
each of the various divisions of a gov- 
ernment should be limited in power by 
the others. The fathers of our constitu- 
tion desired to perpetuate a democratic 
form of government and prevent as- 
sumption of power by a usurper or mon- 
arch. So they instituted a form of gov- 
ernment consisting of three bodies, leg- 
islative, executive, and judicial, whereby 
no one body is paramount; where action 
of two or three of the great divisions 
of government are often concurrently 
necessary; and where each can be jeal- 
ous of its prerogatives and watch any 
encroachment on its rights by the others. 
Thus the legislative power was limited 
by the executive’s right of veto and by 
the judiciary’s right of interpretation; 
the executive, by the Senate’s confirma- 
tion of treaties and appointments, and 
the House’s right to impeach; the ju- 
diciary by the constitution (especially 
the bill of rights) and impeachment. 

(b) One marked point of change from 
that originally intended has been in the 
increased power of the President. He 
was not of great importance in the minds 





of the framers of the constitution 
wanted to get as far away as oa 
from the idea of a king and therefon 
limited his powers. But in time presgyy 
from all sides of our government for a. 
tion made it necessary, in order to 
efficient government, for the Preside 
to assume more power. Thus, by traj. 
ing on his power of appointment, tte, 
he can in effect initiate legislation; gy 
appeal to the people over the heads of, 
recalcitrant Congress; can focus attep. 
tion upon needs and conspicuous defects 
and demand action. In general th 
President has come to be the outst; 
ing figure in our government. 
x * x 


Question 3. Give a short corres 
statement in place of each of the fol. 
lowing: (a) Treaties are made by Cop. 
gress. (b) The constitution requires tha 
the President must be chosen by the 
people. (c) All federal judges are electe) 
by popular vote for ten-year periods, 
(d) So long as Congress deals with fed. 
eral matters there are no limits on its 
powers. (e) Under the city manager. 
commission plan the mayor appoints ; 
city manager who chooses all city com- 


{ missions but the real legislative power 


resides in a city council. 

Answer. (a) Treaties are made by the 
President subject to confirmation oj 
two-thirds of the Senate. 

(b) The President is chosen by elec- 
tors from each state. These electors are 
chosen in the manner designated by the 
state legislature. Each state has on 
elector for each representative and each 
senator it has in Congress. 

(c) Federal judges are appointed by 
the President subject to the approval 
of the Senate. Their term is for life 
during good behavior. 

(d) There are definite limits to the 
powers of Congress, even though deal- 
ing with federal matters. Congress is 
limited by the constitution, particularly 
the first ten amendments, and all laws 
are subject to the interpretation of the 
Supreme Court. The constitution guar- 
antees to all individuals religious free- 
dom, freedom of speech and of the press, 
protection of the person and home 
against unwarranted searches and seiz- 
ures, equal protection of the laws and 
the safeguarding of liberty and property 
in civil suits. 

(e) Under the city manager-commis- 
sion plan the electors elect the commis- 
sioners, usually not more than five, and 
they in turn appoint a manager who is 
the city’s executive. The real legislative 
power resides in the commission. 

(Further answers to C. L. U. examina- 


tion questions will be published next 
week.) 


Industrial Officials Will 
Meet at Toronto Conclave 


The representatives of companies 
writing industrial life insurance that are 
members of the American Life Conven- 
tion will have a conference at the forth- 
coming annual meeting of the organiza 
tion at Toronto. W. J. Bradley, pub- 
licity manager for the Home Life o! 
Philadelphia, is head of the movement 
At the Pittsburgh meeting last year 
there was a conference looking toward 
the formation of an industrial section 
Mr. Bradley spent his vacation in Ire- 
land and since coming back has beet 
getting in touch with some of the indus- 
trial people formulating plans for the 
conference. It is likely that some 
speaker well informed on the subject 
will give a talk. However the most !™ 
teresting part of the program will be 
informal discussion of some of the ™ 
dustrial problems such as agency tur 
over and salary losses. The matter 
future programs will be taken up. 


Issues “Cash Return” Policy 


The Bankers Reserve Life of Omah@ 
will shortly issue a new “cash return 
policy. The insured is written for 4 
stated time and given sum and shoul 
he die before the expiration of that te™ 
the face of the policy as well as all pre 
miums paid will be returned to the bene 


ficiary. 





